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Add life to your business with 


The Travelers Business Life Insurance 


HETHER you’re soliciting a one-man 
business, a partnership or a corpo- 
ration, you’ll find it easier to do a selling 
job with The Travelers guaranteed, busi- 
nesslike Life contracts. 
And you will find it helpful to use The 
Travelers compelling selection of sales 
aids and promotional materials which are 


designed to make real sense to your busi- 
ness prospects. As a further sales plus, 
you’ll be backed up with a full scale 
national advertising program in the lead- 
ing business magazines. 

See your Travelers Life Manager or 
General Agent for ful! information on 
Travelers Business Life Insurance. He’s 
as near to you as your telephone. 


The Travelers 1nsuRANCE COMPANY 
HARTFORD 15, CONNECTICUT 


: FRIDAY, JULY 23, 19354 











Perhaps I’m 
exaggerating 


a little! 


MY COMPANY STRESSES 
THE HUMAN ELEMENT... Maybe I'm ot treated 
like an oriental potentate, but I am a V.1.P.* to 
Berkshire Life, and they don’t let me forget it! 
They take a personal interest in my problems that 
pays off in prompt, considerate, helpful handling of all my 
business. I'm not exaggerating at all when I say, 
“It’s a wonderful Company to do business with.” 


® Very Important Person 





Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 











EVE 


BERKSHIRE 


LIFE INSURANCE COMPANY 


w. RANKIN FUREY, C.L.U., President 








One of America’s Leading 
Fraternal Life Insurance Societies 


a™ 





Ls 


The Aid Association furnishes up-to-date sales kits, numerous 
promotional items, and modern plans of insurance to assist its field 
men in their selling efforts. New representatives attend Home Office 
indoctrination schools, and are further trained by their general 
agents, and through Home Office correspondence courses. 


Aid Association for Lutherans 
Legal Reserve Fraternal Life Insurance 
Home Office: Appleton, Wisconsin 

















Sixtieth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $188,000,000 to Pol- 
icyowners and Beneficiaries since 
organization September 5, 1894... 
The Company also holds over $82,- 
000,000 in Assets for their benefit 
... Policies in force number 102,500 
and Insurance in force is over $220,- 
000,000 . . . The State Life offers 
splendid agency opportunities—with 
liberal contract, and up-to-date train- 
ing and service facilities for those 
qualified. 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
e 


MUTUAL LEGAL RESERVE FOUNDED 1894 


































A Study of Common Stocks, Mutual Funds, Term Install: 
ment Certificates—Compared to Life Insurance. An increasing 
amount of competition is going to come from these investment 
mediums—and your best defense will be a strong offense, pro- 


Guide is clearly presented complete facts, figures and sales ma- 
terial. 


details for your prospect things he should know about “The 
Buy $40 A Month Common Stocks Plan.” 


Whether you sell packages or programs, you'll find this 
material extremely helpful. Send only $1.25 for the Sales Guide 
and two third-party influence booklets. 


THE INSURANCE ESEARCH ‘& REVIEW 


Hilbert Rust, ck U., President 
INDIANAPOLIS 


enn 
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vided you back it up with more than opinion. Here in one Sales | 


Companion piece to the Sales Guide is a booklet which 
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Pension War Getting 
Increasingly Bitter 


Demands to Force Disclosure 
of Bank-Plan Assumptions 
Are Building up Steam 


By ROBERT B. MITCHELL 


NEW YORK—Gaining momentum 
despite loss of the excess profits tax’s 
fertilizing influence, pension plans are 
not only “here to stay” but are the 
storm center of an increasingly bitter 
struggle between the backers of insur- 
ed and uninsured plans. Stakes can 
run so high that even the largest banks, 
which usually want nothing unless it’s 
pig-scale, eagerly go after trusteed 
pension fund business and are glad to 
enter into working arrangements with 
aggressive firms of consulting actu- 
aries. 

A couple of important developments 
are in the making. One is a growing 
pressure for legislation to force con- 
sulting actuaries to make full disclos- 
ure of the assumptions as to interest, 
mortality, and personnel turnover that 


» they are using in their proposals and 
" programs. Some—but by no means all 
/ -of the prominent consulting firms not 


only don’t volunteer such information 


> but frequently refuse to disclose it 


when asked to. 

Under such conditions the salesman 
for the insured plan has no way of 
proving the competitor’s assumptions 
are too optimistic, even though he may 
be certain from the over-all projected 





cost that it just isn’t in the cards for 
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the experience to turn out as well as 
the consulting actuary has indicated it 


| will, Advocates of insured plans say 


it is just as reasonable to require in- 
terest, mortality, and turnover assump- 
tions to be disclosed as it is to require 
that dividend illustrations on policies 
be clearly identified as estimates and 
hot guarantees. 

The second development is the in- 
creasing pressure for “guaranteed is- 
sue” in plans funded by individual life 
Isurance policies. Some companies 
are already following this plan, waiv- 


_ ing all the usual underwriting require- 
+ ments up to a specified amount, the 


amount depending on the size of the 
case, One company, for example, will 
Wwalve underwriting requirements if 
there are 25 or more lives but requires 
the right to check with the MIB if there 
are from 10 to 25 lives. 


Unlike group permanent, the divi- 
dend on “guaranteed issue” policies is 
the company dividend, not that of the 
Particular group. “Guaranteed issue” 
Plans have been written for some eight 
oo but some companies are still 
ery of them. Companies that write 
these Plans report good experience but 
tt is generally conceded that it would 
€ about 20 years to get experience 
that could be regarded as entirely con- 








clusive. It is a tempting field because it 
CONTINUED ON PAGE 12) 
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Cleary as President of 
United Benefit Life 


N. Murray Longworth has been elec- 
ted president of United Benefit Life 
succeeding George 


we 





r J. Cleary, presi- 
dent since 1949. 
Mr. Cleary, with 


United Benefit and 
Mutual Benefit H. 
& A. for 35 years, 
will continue as a 
director. 

Mr. Longworth 
joined United Ben- 
efit in 1935, ° his 
first job being in 
the supply depart- 
ment. He studied 
law at nights at the University of Ok- 
lahoma and was admitted to the Ne- 
braska bar in 1939. His advancement 
has been rapid. He has held such posi- 
tions as chief underwriter and mana- 
ger of life underwriting, assistant sec- 
retary, assistant vice-president, vice- 
president and executive vice-president. 

Mr. Longworth took a leading role in 
the development of the company’s life 
training program and system of re- 
gional supervision. He is chairman of 
the A. & H. policy committee, a mem- 
ber of the life policy committee, ad- 
vertising committee and executive 
committee. 

A past president of Institute of Home 
Office Underwriters, Mr. Longworth 
also is a former president of Insurance 
Institute of Nebraska and currently is 
a member of the all-industry joint co- 
ordinating committee. 

United Benefit had $706,696,933 of 
insurance in force when Mr. Cleary be- 
came president in 1949. Since then the 
total has reached $1,293,262,216. As a 
tribute to Mr. Cleary, agents July 7 
wrote the largest one-day volume in 
the company’s history, totaling $7,780,- 
164. 

Mr. Longworth becomes the third 
president of United Benefit, which was 
founded in 1926. The first president 
was the late Dr. C. C. Criss. 


N. Murray Longworth 





$2 Billion in Force 
at Bankers, la., Rally 


Some 700 field men and members of 
their families, meeting at Des Moines 
with home office 
officials of Bank- 
ers Life of Iowa 
for the annual 
school of instruc- 
tion, this week 
celebrated two 
significant com- 
pany milestones. 
Besides marking 
the company’s 
75th anniversary, 
the group also cel- 
ebrated its passing 
the $2 billion in- 
surance in force mark. 

The program featured talks by home 
office officials and leading producers 
as well as addresses by President E. M. 
McConney, Gov. Beardsley of Iowa, 
and Holgar J. Johnson, president of 
Institute of Life Insurance. Mr. John- 
son’s remarks are reported elsewhere 
in this issue. 

Bankers moved from its first billion 
in force to its second in nine years. It 
also now is doing a large group casual- 
ty and pension trust business as well 
as an expanding volume of A & H. 


In an impressive talk in which he 
reviewed factors that had motivated 
growth of both men and economies, 
Mr. McConney pointed out how these 
also apply to success in life insurance. 
In a changing world, he said, the forms 
of protection and savings develop in 
new directions and “we must ever be 
alert to see that our ideas and our 
products not only keep pace but lead 
ahead of the procession.” The needs 
of the economy change, he continued, 
“and the savings of the policyholders 
that we so glibly call ‘assets’ must be 
put to work in ways that will increase 
the productivity of the nation.” 

D. N. Warters, executive vice-presi- 
dent, reviewed “The Tradition of 

(CONTINUED ON PAGE 11) 





E. M. McConney 








Late News Bulletins... 








SS Bill Reported Favorably 


WASHINGTON—The Senate finance committee completed work on the social 
security bill and ordered it reported favorably with amendments. The latter in- 


clude: 


Deleting House bill provision limiting lump sum death payment to $255, 
thereby retaining existing law provision for three times primary insurance 


amount. 


Modifying retirement test or work clause as follows: Test to apply only to 
covered work as in existing law, one month’s benefit to be withheld from bene- 
ficiary under age 72 for each unit of $80 or fraction thereof by which annual 
earnings from covered employment and self-employment exceed $1200, an in- 
crease from House figure of $100, and income after age 72 not subject to test, 


compared with 75 as in existing law. 


Disapproving House provision extending OASI coverage to federal instru- 
mentalities, employes not covered by another retirement system, and certain 


other specific groups. 


Disapproving provisions relating to deductions from benefits of dependents 
and survivors residing abroad, the disqualifying provisons relating to earnings 


(CONTINUED ON PAGE 16) 
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Offer Alternative 
Tax Methods 


Three Associations Present 
Three Plans to Special 
House Subcommittee 


WASHINGTON—Members of the 
joint committee on federal income tax- 
ation of life insurance companies of the 
American Life Convention, the Life 
Insurance Assn. of America and the 
Life Insurers Conference met in Wash- 
ington to discuss further a new com- 
pany tax formula agreed upon by the 
associations at a meeting in Chicago. 

Following the conference, a sub- 
committee of the joint committee pre- 
sented the formula to the special sub- 
committee of the House ways and 
means committee, headed by Rep. 
Curtis of Missouri. 

The proposed formula embraces 
three alternative tax methods which 
individual life companies would follow 
in calculating their federal income tax 
liabilities. The formula provides for 
application of general corporate income 
tax rates to life companies on one of 
three tax bases. Companies would pay 
the largest of the taxes produced by 
one of the following methods. 

1. Twenty-five percent of policy- 
holders’ dividends, excluding dividends 
for group life, group annuities and 
other than life business, plus 3.25% of 
reserves for other than life business, 
with a proportional deduction on ac- 
count of tax free interest and dividends 
received credit. 

2. Cash dividends paid siockholders 
less a deduction for tax free interest 
and dividends received credit which 
bears such ratio to the amount of tax 
free interest and dividends earned as 
the interest earned on the capital and 
surplus bears to the total interest 
earned. 

3. Fifteen percent of net investment 
income allocable to business other 
than annuities, interest settlement op- 
tions, pension trusts, dividend deposits, 
coupon accumulations, premium de- 
posit funds and other than life busi- 
ness, with a proportional deduction 
for tax free interest and dividends re- 
ceived credit, plus 3.25% of reserves 
for other than life business subject to 
a reserve interest credit deduction in 
accordance with the provisions of the 
present law. 

a e 2 

If the tax computed in accordance 
with the formula is less than $100,000, 
it would be reduced by multiplying the 
tax so computed by the ratio which 
the tax bears to $100,000. 

Members of the subcommittee who 
discussed the proposal with the ways 
and means subcommittee were Robert 
L. Hogg of Equitable Society, Joseph 
M. Bryan of Jefferson Standard, 
Charles A. Taylor of Life of Virginia, 
and Louis R. Menagh of Prudential. 
Staff representatives of the life com- 
(CONTINUED ON PAGE 11) 
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Bureau Clarifies 
New Louisiana 
A&H Statutes 


The confusion in the A&H business 
resulting from recent Louisiana legi- 
lation was clarified by Bureau of A&H 
Underwriters for its member compan- 
ies after consultation with Commis- 
sioner Martin. 

The legislative package of four bills, 
which sets up requirements for adver- 
tising, cancellation and non-renewal, 
inspection and surrender of notice, and 
time limit of certain defenses of indi- 
vidual A&H policies, becomes effective 
July 28. It will then govern all policies 
sold in the state. 


Due to the early effect of the legis- 


lation and to the late appearance of any ° 


official version of the statutes, the 
bureau requested Mr. Martin for infor- 
mation on the enactments to guide its 
members. The Louisiana department at 
once made it clear that in regard to 
the law amending the misrepresenta- 
tion and false advertising section of the 
fair trade practice law it would be pro- 
per for a company to use stickers on 
advertising material in bringing it into 
agreement with the requirements of 
the statute. 

As for printing prominently on the 
first page of all cancellable or non- 
renewable term policies a statement to 
that effect the bureau reports that the 
statute does not apply to non-cancell- 
able policies nor to cancellable or non- 
renewable policies that already con- 
formed to the December, 1952, can- 
cellable or non-renewable recom- 
mendation of the National Assn. of 
Insurance Commissioners. It further 
advises that a rubber stamping on the 
face of the policy with the wording, 
“this policy is cancellable by the com- 
pany” or “this policy is renewable at 

(CONTINUED ON PAGE 16) 


Results for First Six Months Given 

















































































































1954 1953 1954 1953 oge e 
New Life New Life In Force In Force ee § ari ica ion 
Ins. Bus. Ins. Bus. Inc. Inc. 
Acacia Mutual 66,867,998 4 29,638,503 40,162,075 f Hi f —~; 
cacia utu. 9 ’ A 6 ’ ’ Dp 
Amicable Life 18,622,497 16,419,936 8,829,107 2,421,223 @ ints 0 econ 
Atlantic Life 17,491,870 18,678,160 7,784,292 9,845,534 
Baltimore Life 9,312,985 9,490, 4,004,429 By yon e “l ° 
Boston Mutual 11,068,575 11,939,684 5,414,050 yore ice ues I @ 
Business Men’s ASSuL. .....ccccsersssersssersssseeeneese 259, 93,711,468 40,757,819 46, 4 7 
Cal.-Western States 82,286,331! 69,112,552 453,331 45,07 a 
Central Society .... ss 31,843,740 eo en A. D. Crow, general agent of Lin- 
1 '' ‘ . '? , ’ . . : . 
oem Life sorbent 87,455,987 90,619,297 59,297,338 66,534,773 coln National Life in Chicago, has 
Equitable of Washington, D. Cy cresececsesse 24,081,542 26,534, 7,898,693 14,195,650 written an open letter to Robert C 
Excelsior Life 22'380,111 —«21,381,681 13/880,734 14,515,095 (1) Jr sident National 
Guardian Life 66,614,377 66,120, 36,531,933 39,078,935 Gilmore, Jr., pre nt of National 
Home Beneficial 90,073,373 89,194,466 14,580,479 22,636,224 Assn, of Life Underwriters, asking for 
Home Life 94,580,000 93,828,000 61,016,000 65,658,000 = chttieation at te Hee Yoon D 
Industrial Life 32,654,679 37,043,915 18,188,431 24,759,526 clar j associ- 
Lincoln ayy Se bind arg od ayy ation’s statement that if headquarters 
Manhattan Life 444, 435, 169, 201, 
Massachusetts Mutual s..ccccscscsssssssssecssssssseee 273,283,842 260,054,712 172,085,512 167,297,645 Of NALU are moved away from New 
Minnesota Mutual enwess eae aoe peyny 4 York it would be necessary to main. 
Monarch Assurance 526, »742, ,528, ,024,, : : 
Monarch Life 224, 21,265,634 15,017,812 12,194,426 tain a separate office there and its 
National Vermont 87,416,267 76,217,558 55,352,209 42,513,435 suggestion that a further dues increase 
New England Mutual ..........csccssssssssesesseeseseee 253,721,3734 227,595,085 164,492,603 156,057,945 might be necessary. 
Ohio State Life 15,302,493 15,537,510 7,080,595 7,997,274 J 
Pacific Mutual erg pepo by etey pond The story, on which Mr. Crow based 
Provident L. & A. 404, 073, 307, ,9L0, ; ; ] 
Provident Mutual 77,600,171 70,593,314 36819244 «33,257,033 is letter, did not quote the New York — 
Security L. & A. oa. 20,598,008 = — presentation precisely correct with © 
Security LiFe Be Trust ..rccccoccccccccsccecvecccereecscess 455, 226, ,791, 791, : 
Security Mutual 37,846,396 -76-761,184 + —«-27-741,243 «= sga,713,063 TeSPCCt 4 the dues hike. The story | 
Shenandoah Life 14,653,020. 14,120,670 3,345,2! = quoted the presentation as asking 2 
eee se SES ENGI USEME whether NALU membership would gp | 
State Fa at fee Oe ee ee en ee ae 
State Farm 380, 813, 182, 998, were coupled with it a dues hi 
State Life 6,048,627 6,823,810 —1,112,917 —430; def sas Reaver e@ to | 
State Mutual Life 105,162,966 95,347,577 58,907,123 66,690,458 GejrTay a onal costs. Ihe prepared | 
et —_ = i oe Bh a nary booklet actually asked if the change 
nion utua 9! 9" > ? ,' , o o ; H : 
West Coast Life 21,678,664 37,346,639 16,951,082 40,234,867 Would be approved if along with it | 
World 60,055, 59,245,909 —10,413,605 13,157,753 there were “the possibility” of a dues © 





New business figures include the following amounts of revivals and increases for 1954 and 1953 


respectively: 1 $19,828,896, 


$7,211,016; 2 $633,113, $534,237 


93,062; 4 $856,802, $1,072,380; 


$3, 


3 ? ’ $7: 
5 revivals and increases included, but breakdown not available; * $13,783,368, $5,956,050; 7 $19,001,- 


189, not given. 








Missouri Association 
Chooses ].H. Hance 


ST. LOUIS—James H. Hance, Equi- 
table Society, is the new president of 
Missouri Assn. of Life Underwriters. 
Other officers are: 1st vice-president, 
Earl S. C. Stuart, Columbia; 2nd vice- 
president, David Soper, Sun Life of 
Canada, St. Louis; secretary, E. L. Mc- 
Clure, Continental Assurance, St. 
Louis. 

The midyear meeting and sales con- 
gress will be held Nov. 5-6 at Colum- 
bia. 





MR. OSLICO SAYS: 


June Down, Six 
Months up in Sales 


June purchases of life insurance 
amounted to $3,138,000,000 and brought 
the total for six months to $18,394,000,- 
000, 2% more than a year ago, accord- 
ing to LIAMA. Production in June 1953 
was $3,223,000,000 and in June 1952 
$2,674,000,000. 

Ordinary sales in June were $2,160,- 
000,000, 2% over June a year ago. In- 
dustrial amounted to $555,000,000, sub- 
stantially unchanged. New group was 
$423,000,000 in June, a decrease of 24% 
from June a year ago. 

For the first six months ordinary was 


NALU LOCATION ISSUE 





hike to offset greater costs. 
Mr. Crow’s letter follows: 


New York’s latest booklet on loca- © 
tion of NALU headquarters has not yet | 
reached me as a member of the counci] © 
but on the basis of the report in the © 


July 16 issue of THE NATIONAL UNprEr- 


WRITER, I wish to go on record im- / 
mediately in the interest of NALU’s © 


future. 


This letter might be written as the 
national committeeman from Chicago, 
but it is not, since I have not had an 
opportunity to confer with the Chicago 
association officers and board mem- 
bers as this is being written. There- 
fore, I write merely as an individual 
association member of almost 25 years 
in five different cities. 


May I also say that until now I have © 


$12,284,000,000 up 4% over last year; stayed on the sidelines in this location © 


industrial was $3,331,000,000, practical- controversy. I merely paid my $100 to 
ly the same, and new group was $2,- the fund with every confidence that 


a 
\4 
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of an 










sound 
















Write 
Can he, by training and ex- for 
perience be able to present 
sales ideas which OSLICO 
will prove profitable to his 
clientele?. Oslico’s training agency 
program — sales plans — ege 
prospecting methods will opportunities 
enable you to measure up. in the 
states 









10 STATE LIFE 
MI CEHCE * 
Columbus 15, Ohio 





FRANK L. BARNES Ist V.P. and DIRECTOR OF AGENCIES 





of 
Maryland 
and 
Virginia 











779,000,000, a decline of 5%. 


W. J. Nelson Mass. Mutual 


Milwaukee General Agent 


William J. Nelson, co-general agent 
in the Jordan agency at Chicago of 
Massachusetts Mu- 
bast Life since Febru- 
ary, has been ap- 
pointed general 
agent at Milwau- 
kee. He succeeds 
J. Douglas Gran- 
nis, who has re- 
signed. 

Mr. Nelson en- 
tered the business 
in 1939 at Chicago 
and joined the 
Jordan agency in 
1949 as assistant 
general agent, be- 
coming associate 
general agent in 1951. 








William J. Nelson 





American General Changes 


American General Life of Houston 
has appointed Cecil Mitchell assistant 
agency director. E. N. Chambers has 
joined the company as a manager- 
trainee. 

Mr. Mitchell will be in charge of 
western division agencies. He 
eight years’ insurance experience be- 
fore joining the company last Feb- 
ruary. Mr. Chambers has been in in- 
surance since 1946. 


the board of trustees were fully qua- 
lified to reach a proper decision as to 
where the headquarters should be lo- 
cated. 

Frankly at New Orleans I was 
shocked and disgusted at what ap- 


peared to be an organized effort to © 


create a lack of confidence in the 


board’s judgment and competence. In | 


retrospect, the demand for a vote of 
confidence in the board should have 
been granted as it now would appear 
that decisions are being made without 
consulting the board. 

According to the article in NATION- 
AL UNDERWRITER, the New York asso- 
ciation urges “an objective and factual 
viewpoint”. 

However in the New York booklet, 
the following statement is quoted by 
THE NATIONAL UNDERWRITER: 

“We are advised that if NALU head- 
quarters were to be moved away from 
New York City it would be necessary 
to maintain a separate office in this 
area for the use of NALU’s attorney 
and other executives on frequent duty 
here.” (The italics are mine.) 

In the interest of being “objective 
and factual’, it would be interesting 
to know who went to the trouble of 
“advising” the New York committee 
and who has already made the deci- 
sion that it would be “necessary” to 

(CONTINUED ON PAGE 16) 
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VA Faces Potent New Pointin Appeal 


from Setback in N. Y. 


NEW YORK—Should the veterans 
jdministration persist in its announced 
intention of appealing from the recent 
decision in federal district court in New 
york City that servicemen have no ob- 

tion to repay the government for 
ums it paid to insurers under the 

1940 soldiers’ and sailors’ civil relief 
act, the VA will find itself up against 
a potent point that the judges in the 


| three previous actions, all of which the 


yA won, took no heed of. 


This point is that there can be no 
obligation to reimburse the govern- 
ment for acting as guarantor of pre- 
miums because there is no way of de- 
termining under the 1940 act how much 
of the total which the government is 
required to pay is payable for the ac- 
count of any particular one of those 
who are insured. 

“This seems to me to establish 
plaintiff’s position that these insured 
are under no obligation to reimburse 
the government in the amount sought 
or in any other amount,” said Judge 
Dimock in his opinion in the New York 
case. “The fact that Congress omitted 
to provide a plan under which the 
amount of any recovery from the in- 
sured might be computed demonstrates 
that Congress did not intend that there 
should be any recovery from the in- 
sured.” 

Judge Dimock then went on to say 
that the structure of the 1940 act (quite 
different from the 1942 act, which un- 
questionably provides for reimburse- 
ment to the government) does not pro- 
vide for payments by the government 
in satisfaction of the premium liability 
of each insured but rather a lump sum 
payment to the insurer. 

“This is not merely a verbal dif- 
ference,” Judge Dimock noted. “The 
lump sum settlement provided for is an 
amount which differs from the total 
that would be recovered if the govern- 
ment should succeed in recovering in 
every case what it here seeks. The 1940 
act contemplates a moratorium on 
lapse of protected policies during mili- 
tary service and for one year there- 
after. The insurer, by a system involv- 
ing the issuance of certificates, is en- 
titled to 3% interest upon past due pre- 
miums. 

“If a protected policy matures by 
death the amount of the past due pre- 
miums plus interest at the policy loan 
rate is collected from the face amount 
of the policy which would otherwise go 
to the beneficiary and is deducted from 
the amount which is earning interest at 
3%. If the protection of a policy ceases 
because the insured has been out of the 
service for a year, the policy lapses un- 
less the insured pays to the insurer the 
past due premiums with interest at the 
Policy loan rate. If the policy lapses, 
the insurer pays the insured the sur- 
tender value, if any remains after de- 
ducting the amount of the past due pre- 
— with interest at the policy loan 


e © e 


“One year after the date when the 
act ceases to be in force, an account is 
stated between the insurer and the 
United States. In that account, the in- 
Surer is, in effect, credited with the 
amount of the past due premiums with 
3% interest and the United States is 
credited with the amount of the surren- 
der values of the lapsed policies, pro- 
vided that in no case shall the amount 
be greater than the sum of the past due 
Premiums on the policy concerned, 


: with interest at the policy loan rate. 


YUM 


Civil Relief Suit 


“The theory of the credit to the gov- 
ernment must be that the insurer has 
the benefit of the cash surrender value 
of each lapsed policy, except to the ex- 
tent that the value was paid or is pay- 
able to the insured because in excess of 
the amount of the past due premiums 
with policy loan rate interest. The in- 
terest rate on the insurer’s credit was 
fixed at 3% by the Secretary of the 
Treasury pursuant to a provision of the 
1940 act. The policy loan rate in the 
cases at bar was 5%. It is the combined 
effect of this disparity in rates and the 
lump sum settlement method that ren- 
ders the total amounts payable by the 
government different from the total 
amounts recoverable if it should suc- 
ceed in actions such as this.” 

Illustrating this by an example, 
Judge Dimock said suppose the two 
plaintiffs, Herman Hormel, Jr., and 
Charles H. Stilson, Jr., were the only 
two policyholders of the insurer whose 
policies were protected and that both 
policies were still protected when the 


time came for the statement of account 
between the government and the insur- 
ance company. It is assumed that Mr. 
Hormel has past due premiums of $100 
with policy loan interest at 5% for one 
year and that his policy has a surren- 
der value of $200, while Mr. Stilson has 
past due premiums of $200 with policy 
loan interest at 5% for two years and 
that his policy has a surrender value of 
$175. 

The insurance company would have 
coming to it on the Hormel policy the 
past due premium of $200 plus $12 in- 
terest, or a total on both policies of 
$315. Owing to the government would 
be the $105, comprised of Mr. Hormel’s 
past due $100 premium and policy loan 
interest of $5; plus the $175 cash value 
on Mr. Stilson’s policy (since it is less 
than premiums plus interest), or $280. 

Since the government must pay the 
insurer $315, it must lay out $35 more 
than it gets from the insurer. But under 
the theory of the government’s claim 
Mr. Stilson would owe the government 
his $200 past-due premiums, plus two 
years’ interest at 5% or $20, or a total 
of $220, less the $175 cash value, or a 
net $45. This is $10 more than the gov- 


ernment is obligated to pay the in- 
surer. The fact that the government 
would make a profit on the servicemen 
in such situations was a persuasive 
point in establishing an absence of con- 
gressional intent to force servicemen to 
forfeit anything beyond the policy cash 
value. 

Judge Dimock in his opinion also 
used another set of hypothetical figures 
in which the insurer would collect 
nothing from the government but 
would nevertheless collect $14 from one 
of the servicemen. 

“The fact that the total recovery by 
the government from those insured, 
under the theory of its demand in this 
case, differs from the amount which 
the government was required to pay 
under the act of 1940 to the insurer 
does not necessarily mean that there is 
no theory of recovery from those in- 
sured which would not precisely reim- 
burse the government,” Judge Dimock 
stated. “Let us see whether a formula 
can be developed from the terms of the 
1940 act which will determine the exact 
amount which the government is re- 
quired to pay on account of each in- 

(CONTINUED ON PAGE 13) 
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The ranking of companies published recently by The 
National Underwriter shows this Company moved 
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National, Vt., Makes 100% Home Loans 
with Full Faith in FHA, VA, Davis Says 


No lender in his right mind would 
ordinarily make a 90, 95 or 100% mort- 
gage but the pre- 
sence of a govern- 
ment guarantee 
is ample answer 
to those who feel 
that such loans 
are risky, accord- 
ing to Deane C. 
Davis, president of 
National Life of 
Vermont. Mr. Da- 
vis stressed the 
inherent safety of 
such guaranteed 
loans in an article 
in the July issue of Mortgage Banker 
magazine and in his address before 
the recent meeting of the Texas Mort- 
gage Bankers Assn. at San Antonio. 
The following is a combination report 
of his views. 

Mr. Davis challenged the idea that 
these high percentage loans are danger- 
cus because of the small initial equity 
the borrower has in his home. 

For one thing, he said it is extreme- 
ly unlikely that owners of heavily 
mortgaged homes won’t fight to keep 
their homes if there should be a 
business recession. For another, any- 
one who argues against the 90 or 100% 
loans is saying, in effect, that the 
credit of the government is not good. 
National Life, on the contrary, has 
complete faith in both FHA and VA 
guarantees. 

When National of Vermont first 
entered the field of FHA and VA 
loans it represented a real departure, 
as it did for other lenders, he said. It 
took the company a little time to orient 
its thinking to this new pattern of in- 
vestment, but today it is thoroughly 
convinced that it may rely almost en- 
tirely on the FHA insurance and the 
VA guarantee, particularly when the 
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latter represents more than 50% of the 
loan. 

This is because, he said, the guaran- 
tee of principal and interest of de- 
bentures issued pursuant to the con- 
tract of insurance by FHA and the 
guarantee under a VA loan are by ex- 
press terms of the law unconditional 
obligations of the government, which, 
for credit purposes, are of equal bind- 
ing effect with the obligation ex- 
pressed in a government bond. 

National of Vermont is willing to 
buy such loans solely on the guarantee 
provided it has a borrower of good 
credit standing on the paper. This 
attitude reduces the costs of origi- 
nating the loans and increases the 
return. As a lending institution, also, 
the company has a great responsibility 
to make loans to the extent that 
they are guaranteed or insured when 
the government has expressed its 
willingness to give its guarantee. 

“Unless we are willing to accept 
this guarantee in good faith and at 
face value,” he said, “it behooves us 
to be less critical of government 
inroads into the field of private fin- 
ance. Because we are willing to rely 
upon FHA insurance and GI guaran- 
tees, by the same token we are willing 
to make 100% loans, loans without 
cash down payments, and also to go 
to 30 years on the term of the loan, 
relying again on the guarantee.” 

He noted that home mortgage finan- 
cing today with its monthly amor- 
tization payment resembles more 
closely the pattern of installment 
financing than it does the pattern of 
the mortgage as thought of 25 years 
ago. Buying a home on time is not so 
much different from buying a televi- 
sion set, a refrigerator or household 
furniture, except for the cost and 
period of financing. 

“The installment 
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panies,” he said, “have enjoyed an 
excellent experience. There is every 
reason to believe the application of 
similar methods of home financing will 
result in similar favorable experience 
for lenders.” 

Even though there may be no cash 
payment, the buyer has an equity in 
his home which should be a comfort to 
the maker of the 100% loan, he said. 
In the first place, the buyer has used 
all or a large portion of his guaran- 
tee which is not available to him 
again. In the second, his furnishings 
have been adapted to the particular 
house and it would not be easy for him 
to refurnish another. Third, this coun- 
try always has taken pride in home 
ownership and it has been noted time 
and again that people will cling to 
their homes so long as it is possible 
for them to do so. And fourth, the 
mortgage payments usually are about 
equal to, or less than, the sum which 
would be paid in rent, and with each 
monthly payment the owner’s equity 
increases. 

Under FHA and VA many home 
mortgage borrowers make substantial 
payments on their loans in excess of 
scheduled amortization, thus making 
loan portfolios more liquid than form- 
erly. 





Farmers Seeks to Increase 
New World Life Holdings: 
Offers $37 for Stock Shares 


Farmers group of Los Angeles in a 
letter toa stackholders of New World 
Life of Seattle has offered to buy 10.- 
000 additional shares of New World 
stock at $37 each. This would increase 
Farmers’ stock ownership in New 
World from about 58% to 67%. 
Shares must be devosited with Seattle 
First National Bank by Sept. 15. 

The name of the Seattle life com- 
nanv was changed to Farmers New 
World Life after Farmers group in 
1953 purchased 60.000 stock shares at 
$24 each. Later that vear an additional 
5.651 shares were acquired by private 
negotiation at $25 each. The stock is 
not listed but has been traded over- 
the-counter. It is understood that 
since the original purchase by Farm- 
ers, its price has fluctuated between 
$23 and $40 per share, and a recent 
hid for a small number of shares was 
$39.50. 

Earlv this vear directors of Farmers 
New World T.ife discontinued payment 
of stock dividends to improve the sur- 
plus position “commensurate with 
present and anticipated business in 
force.” Stockholders then also ap- 
proved an increase in authorized 
capital from $1,134,502 to $2 million. 
No additional stock is being sold at 
this time, however. 

Farmers Group anticipates that dur- 
ing the next few years as many as 
2.500 of its agents now selling property 
insurance can be persuaded to sell 
life policies. The group is to be partial- 
ly reimbursed by Farmers New World 
Life for its additional supervisory ex- 
penses in promoting the sale of life 
insurance through its agency force. 

Premium income of Farmers New 
World Life for the first five months, 
including the activities of the Farmers 
group agency force, was $1,277,778, an 
increase of 1.7%. A balance sheet at- 
tached to the letter to stockholders in- 
dicates that on May 31 the company 
had a net worth of $1,921,245. Divided 
by the number of shares outstanding, 
this would give a book value of about 
$17 per share. 


Signs N. J. Group Bill 
Governor Meyner of New Jersey 
has signed the bill which authorizes 
counties and municipalities to pay a 
part or all of the premiums for group 
hospital, medical and surgical cover- 
age of county and municipal employes. 





Bankers L.&C. Is = 
Featured in Sales 
Story in Colliers 


The current issue of Colliers maga. 
zine contains an article entitled “Haye 
You Met the Modern Salesman?” jp 
which there are featured comments on 
Bankers Life & Casualty and its presj. 
dent, John D. MacArthur. 

The author is Bill Davidson, who 
comments on the increasingly respected 
job salesmen are doing and cites ex. 
amples of salesmanship demonstrate 
by more than 20 businesses and indus. 
tries. 


“In the insurance field, the Bankers : 
Life & Casualty Co. of Chicago, a com. | 


parative upstart, astounded competi- 
tors by selling 1,412,781 individual ac. 
cident and health policies in 1953, more 
than any other firm in the country,” 
the article says. “Taught the new sales 
methods by their super-salesman presj- 
dent, 57-year old John D. MacArthur, 
the Bankers Casualty salesmen sold no 
less than $85 million worth of health 
policies last year—37% more than in 
1952, when there was supposed to be 
far more loose money around.” 

Describing the kind of salesman be- 
ing hired today, Mr. Davidson said 
there is no such man as “the salesman 
type,” and relating this to insurance he 
says: 

“The Bankers Life & Casualty Co. 
has an even more heterogeneous collec- 
tion, since President MacArthur delib- 
erately goes out of his way to avoid 
the ‘salesman type’. His sales staff in- 
cludes 50 former lawyers, 108 teachers, 
10 high school and college football 
coaches, 12 policemen, 25 holders of Phi 
Beta Kappa keys, three night club 
bouncers, a hotel manager, a YMCA 
director, a bellhop, a lay preacher, and 
a building contractor.” 

The author interviewed more than 
60 leaders in sales throughout the 
country, traveling more than 10,000 
miles to discuss with them their at- 
titudes about the future of selling. 





Patterson Retiring: Kenney 
to be Mass. Mutual G. A. 


John Edward Kenney, associate gen- 
eral agent at New York City for Mass- 
achusetts Mutual since 1953, at the end 
of this month will succeed Lloyd Pat- 
terson, who is retiring as general agent 
there after 34 years in the business in 
greater New York City. 

Mr. Kenney entered the business 
with Aetna Life at New Haven, later 
going to New York City as assistant 
general agent and supervisor. 

Mr. Patterson started with the old 
Cerf agency of Mutual Benefit Life at 
New York City after a career as an 
architect. Later he formed a partner- 
ship with Donald Keane as general 
agents in New York for Massachusetts 
Mutual and in 1935 was appointed 
general agent for that company at the 
42nd street branch. 

Mr. Patterson is a former president 
of New York City Life Underwriters 
Assn. and currently is vice-president 
of Mid-town Managers Assn. of New 
York. His talent as an artist was rec- 
ognized by National Service Life, 
which used his insurance cartoons to 
further the sale of NSLI. 





Transfer for Wishart 


Harold A. Wishart, who has_ been 
Travelers assistant manager at Winni- 
peg, has transferred to Toronto in the 
same capacity. 

He joined Travelers in 1948 as field 
supervisor at Winnipeg and became 
assistant manager there in 1952. Be- 
fore joining Travelers he was with 
Monarch Life at Winnipeg. 
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NEW YORK—Since the Senate fi- 
nance committee has removed as un- 


workable _ the 
changes in the 
qualifications for 


pension plans that 
the House ways 
and means com- 
mittee put into the 
tax revision bill, 
there is no longer 
any need for a 
company to delay 
action on setting 
up a new pension 
plan or amending 
an existing plan, 
according to Meyer M. Goldstein, ex- 
ecutive director of Pension Planning 
Co. of New York City. The law is go- 
ing to stay the same as it has been 
since Oct. 21, 1942, and in addition, the 
liberalization features contained in the 
House bill have been retained. 

Mr. Goldstein suggested the follow- 
ing broad coverage plan that a com- 
pany can put into effect without fur- 
ther waiting: 

e e e 

Such a plan would cover all regular 
employes, since section 165 (a) (3) (A) 
of the internal revenue code holds as 
fully acceptable the coverage of at 
least 70% of all full-time employes, or 
if more of such employes are eligible 
then coverage of at least 80% of the 
eligible employes is sufficient. 

For example, suppose that employes 
total 200. The short-term employes are 
those who have been employed a mini- 
mum number of years, no more than 
five. Suppose these total 25. Besides 
them there is a total of 15 who cus- 
tomarily work no more than 20 hours 
in any one week and 10 whose cus- 
tomary employment is not for more 
than five months in any calendar year, 
giving a total of 50 short-term em- 
ployes. 

If the 150 are included in the plan 
the coverage requirements are met. 
However, if the plan doesn’t cover all 
but at least 70% (105 employes) the 
requirements are still met. If the plan 
is a contributory one, for example, 
with employes being required to con- 
tribute 4% of compensation in order 
to participate, and at least 105 (70%) 
meet the years of service, age, and oth- 
er requirements and are_ therefore 
eligible, but only 84 (80%) of the 105 
contribute, the requirements are met. 
‘ “If a company has been thinking 
, along these lines, it doesn’t have to 

wait any longer,” said Mr. Goldstein. 

‘It can put its plan into effect, or 

amend an existing plan, right now. 
_ The existing law permits it. H.R. 8300, 

as passed by the House, never restrict- 
ed this type of plan. The Senate fi- 
nance committee goes along with pres- 
ent law, and coverage as indicated 
continues to be acceptable.” 
-_ *. e 

_Mr. Goldstein pointed out that sec- 
tion 165(a) (5) of the code provides in 

Part that “a classification shall not be 

considered discriminatory within the 
_ Meaning of paragraphs (3)(B) or (4) 
' of this subsection merely because it 
excludes employes the whole of whose 
Temuneration constitutes ‘wages’ un- 
der section 1426(a)(1) (relating to 
the federal insurance contributions 
act) or merely because it is limited to 

ed or clerical employes.” 
| Thus, a plan covering salaried em- 

Ployes only could qualify under ex- 
isting law. Similarly, a plan exclud- 
Mg wage earners—union employes— 
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Says Senate's Junking of Unworkable 
Pension Tests Opens Way to Sales Now 


and limited to non-union employes 
could qualify. Mr. Goldstein observes 
that the House version of the tax re- 
visions bill threw obstacles in the path 
of such plans with the 30% stock- 
holder and 10% key employes’ rules. 
The Senate finance committee, how- 
ever, discarded these rules and now it 
is back to qualification of salaried- 
only and non-union-only plans. 

Section 165(a)(5) goes on to say 
that “Neither shall a plan be consid- 
ered discriminatory ... merely be- 
cause the contributions or benefits 
based on that part of an employe’s re- 
muneration which is excluded from 
‘wages’ by section 1426(a)(1) differ 
from the contributions or benefits 
based on employe’s remuneration not 
so excluded, or differ beeause of any 
retirement benefits created under state 
or federal law.” 

e e o 

Thus, Mr. Goldstein points out, ex- 
isting law permits a plan to qualify 
which covers only employes earning 
in excess of a stated amount, such as 
$3,000 or $3,600, provided that the 
benefits under the plan are integrated 
with those under the old age and sur- 
vivors’ insurance program of the so- 
cial security act. The bill passed by the 
House was intended to do away with 
this integration. The Senate finance 
committee, however, reversed it and 
integration is back in the picture again. 

Mr. Goldstein emphasized that the 
above are but a few examples of the 
types of plans that can be installed or 
amended right now. A company can 
get all the advantages of the present 
law and also provide now to get the 
additional advantages through the lib- 


eralization features when the new 
code is enacted, in such areas as ex- 
tension of long-term capital gain 
treatment to non-trusteed qualified an- 
nuity plans (now and to continue to be 
available to trusteed plans), at death 
of an employe after severance of em- 
ployment, and distributions on ac- 
count of termination of the plan be- 
cause of termination of the business of 
the employer; additional time for mak- 
ing contributions, from 60 days after 
close of the taxable year of accrual 
to due date of the tax return and any 
extensions thereof; and exclusion from 
taxable income of death benefits up 
to $5,000 regardless of whether em- 
ployees are granted nonforfeitable 
rights. : 

Mr. Goldstein sums up the junking 
of the ways and means committee 
change in qualification basis as fol- 
lows: 

The proposed 25% (50% for 20 or 
fewer employes) coverage provision 
and the 30% stockholder and 10% key 
employe rules were found just not to 
be workable. 

The proposal that contributions or 
benefits be uniformly proportionate to 
compensation for all covered employes 
was found to deny qualification to a 
plan providing benefits based on such 
factors as years of service, age, or em- 
ploye contributions. 

The proposed profit-sharing gim- 
micks for disproportionate allocations 
and elimination of the definite formula 
requirement were found to run afoul 
of the expressed legislative purpose to 
preclude discrimination in favor of 
shareholders and key employes. 

The recommended restrictions as to 
unreasonable accumulations and al- 
lowable investments were found to be 
contrary to the purposes of an em- 
ploye’s trust. 


High American United 
Agency Posts to Leland, 
Thompson; Other Shifts 


American United Life. has promoted 
Lawrence Leland to manager of the 
agencies. Succeeding him as superin- 
Robert B. 


tendent of agencies is 





Lawrence Leland Robert B. Thompson 
Thompson, formerly director of field 
training. Roscoe L. Brown has been 
named agency secretary and Max W. 
Hittle agency assistant. 

Mr. Leland joined American United 
as superintendent of agencies in 1948. 
He started in the business in 1940 as 
an agent of Provident Mutual at La- 
fayette, Ind. He is a past president of 
Lafayette Life Underwriters Assn. 

Mr. Thompson has been at the home 
office since 1950. Before that he was 
district manager at Youngstown, O. 

Mr. Brown, with the company 23 
years, has been assistant controller in 
agency accounting. Mr. Hittle former- 
ly was in the life department of Marsh 
& McLennan at Indianapolis. Before 
that for six years he was with North- 
western Mutual as cashier, office man- 
ager and agency assistant. The past 
year he taught LUTC classes at Indi- 
ana university. He is an army veteran. 
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Two-Day Program 
to Mark Equitable’s 
95th Anniversary 


Equitable Society has completed ar- 
rangements for its two-day 95th an- 
niversary conference in New York 
City. Chairman of general sessions 
Monday and Tuesday will be Alvin B. 
Dalager, senior vice-president in charge 
of agency affairs, and President Ray 
D. Murphy will give his closing address 
Tuseday evening. 

Announcement will be made Monday 
morning of a new adjustable whole 
life policy. The anniversary banquet 
will be held Monday evening. 

General session speakers Monday 
will be Walter Klem, senior vice-presi- 
dent and actuary, who will discuss the 
insurance operations department, Ro- 
bert L, Hogg and Charles W. Dow, 
senior vice-presidents, and Charles W. 
Kellogg, director. 

Panel chairmen and their subjects 
Monday will be Roland Mushat, Jr., 
Birmingham, Ala., assured home own- 
ership; Philip J. Sanchez, Jr., Jack- 
sonville, Fla., and Lawrence E. Ander- 
sen, Los Angeles, joint major medical 
expense and salary savings; Edward 
W. O’Shaughnessy, Chicago, special 
services division, and Charles A. Cum- 
mins, Chicago, pension trusts. 

Tuseday’s panel chairmen and topics 
will be Harry Steiner, Chicago, markets 
for the future, and T. James Brownlee, 
St. Louis, the career underwriter. Also 
on Tuesday a seminar moderated by 
Lisle A. Spencer, Pittsburgh, will con- 
sider business insurance, Members will 
be Dean H. Taylor, Pittsburgh; Alan A. 
Greenspon, Rochester, and Robert B. 
Nathan, Chicago. 

The Tuesday afternoon session will 
be opened by J. Fred Speer, Pittsburgh, 
president of Equitable’s CLU associa- 
tion, who will be followed by Eugene 
D. Badgley of the home office, who 
will talk on sales opportunities in the 
1954 internal revenue code. 


List Class Schedules for 
S.M.U. Marketing Institute 


The schedule of classes for the 
coming school year of the Southern 
Methodist University institute of in- 
surance merketing has been an- 
nonced. 

Four basic classes, four senior classes 
and seven induction courses will be 
offered. The institute also will partici- 
pate in offering a tax seminar Oct. 11- 
15, a seminar at the University of 





Mississippi Nov. 29-Dec. 3, and a 
Texas Leaders Round Table seminar 
Dec. 6-10. 


The basic classes are scheduled for 


Sept. 13-Oct. 8, Jan. 10-Feb. 4, April 4- 
29, and May 30-June 24. Senior 
classes will meet Oct. 18-Nov. 4 and 
Feb. 28-March 25. 

The schedule for induction classes 
is Sept. 20-24, Nov. 15-19, Jan. 3-7, 
Feb. 7-11, March 28-April 1, May 9-13, 
and June 13-17. 





Travelers Makes 15 
Changes in Field 


Travelers has made several changes 
in life, accident and group lines. Rob- 
ert D. Thomas has been named group 
supervisor at Oklahoma City and 
George L. Waters was appointed group 
supervisor at Seattle. Arthur P. Allsop, 
who has been group supervisor at Sea- 
tle, has transferred to the home office 
group sales division in the life, acci- 
dent and group agency department. 

Seven field supervisors were also 
named. They are Edgerly E. Watts at 
Des Moines, James D. Hostetter at Los 
Angeles with headquarters in San 
Diego, Parker J. Lillie at Buffalo, 
James R. Davis and William F. Smith 
at Charleston, W. Va., J. Gordon Daw- 
son at Ottawa, Ont., and William A. 
Slade at Rochester, N. Y. 

Agency service representatives ap- 
pointed are James R. McClure at At- 
lanta, William C. Huntress, Jr. at Bos- 
ton, Douglas C. McGillis at Montreal, 
Ronald Bowman at Toledo, and Mil- 
roy J. Beydler at New Orleans. 





Woodmansee to Nat'l, Ia. 
as Director of Agencies 


Carl F. Woodmansee, formerly with 
Midland Mutual Life, has been ap- 
pointed director of agencies for Na- 
tional Life of Iowa. 

Except for service in the last war, 
Mr. Woodmansee spent his entire 
business career with Midland Mutual, 
serving both as an agent and in the 
home office. 

New paid business for National for 
the first six months gained 45% over 
the same 1953 period. 


McNeely Joins Ohio State 


William R. McNeely, formerly with 
Equitable Society 
at Hamilton, O., 
has been named 
associate general 
agent at Cincin- 
nati for Ohio State 
Life. He will be 
with the agency of 
which James 
McFarland is gen- 
eral agent. 

Mr. McNeely 
has had 15 years 








4 


re experience in life 
: insurance. He is a 
W. R. McNeely former _ president 


of Hamilton Assn. 
of Life Underwriters. 





Mass. Mutual Promotes 
Gibson to Group Head 


William C. Gibson has been ap- 
pointed manager 
of group pension 
sales of Massachu- 
setts Mutual Life 
to succeed Burton 
L. O’Neil, resigned. 

Mr. Gibson has 
been with the 
company since 
1951. He was nam- 
ed assistant man- 
ager of group pen- 
sion sales in De- 
cember, 1952, and 
has been formu- 
lating and designing group pension 
plans as well as assisting with sales 
in the field. 


William C. Gibson 


Equitable Society Forms 


New Agency, Names 2 

Equitable Society has appointed 
Charles C. King, Jr., to succeed Ernst 
M. Barber, who is retiring as manager 
at Memphis, and has named Walter C. 
Shirley manager of a new agency at 
Jackson, Miss. Mr. Barber joined the 
company in 1914, became a district 
manager in 1930, manager of an earlier 
Jackson agency in 1931 and manager 
at Memphis in 1935. His territory is 
being divided between Memphis and 
Jackson. 

Both Mr. King and Mr. Shirley have 
been unit managers at Memphis. Mr. 
King went with the company in 1941, 
becoming a field assistant in 1947 and 
unit manager in 1951. Last year he 
was named president of Memphis Jun- 
ior Chamber of Commerce and out- 
standing young man of the year. Mr. 
Shirley, with Equitable since 1946, be- 
came unit manager in 1949. He is a 
former vice-president of Tennessee 
Assn. of Life Underwriters. 

The Memphis agency will retain 
western Tennessee and three north- 
ern counties of Mississippi. The rest of 
Mississippi comprises the Jackson ter- 
ritory. 





Continental American G. A. 


Charles L. Patrone, who has a gen- 
eral insurance business at Hyde Park 
(Boston), has been appointed general 
agent there for Continental American. 
Mr. Patrone has represented the Hyde 
Park area in the Massachusetts leg- 
islature for six years. 





Thorson Now General Agent 


Northwestern Life of Seattle has 
appointed T. H. Thorson general agent 
at Olympia, Wash. A 10-year insur- 
ance veteran, Mr. Thorson was with 
Inter-Ocean before joining North- 
western last March. 
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£2 THAr Bird Is HERE Again / 


Next month old “Long Beak” is bringing our rate book family another 
addition. He'll get quite a reception with national advertising and 
hard hitting sales promotion material. In fact, he will be getting more 
attention than his older brother, "Gold Standard"’, who was born last 
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year. You remember him, he’s the lowest premium Ordinary Life 
policy issued by any American Company. Look out for this new one 
—he’s really going to be a competitive little rascal! 


Harry VU. Wale, rresisen 


California 
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Senate Widens Scope of 
Weltare Fund Inquiry 


WASHINGTON—The _ Senate hag 
adopted a resolution increasing the 
scope of and funds for investigation 
of employe welfare and pension funds 
This will be conducted by a | 
subcommittee headed by Senator Ives 
of New York of the Senate committee 
on labor and public welfare. 

U. S. Chamber of Commerce after a 
survey, of regulation of such funds by 
states, comments there is an absence 
of statutory regulation over uniop-. 
operated benefit programs in a num. 
ber of industrialized states. At least 
six states queried by the chamber indi. 
cated they do not have such regula. 
tion. They are Connecticut, Illinois 
Ohio, Oregon and Pennsylvania, 

Indiana answered it has, the chamber 
reports, Wisconsin has some, Michigan 
to the extent the programs are ingyr. 
ance programs, Massachusetts exempts 
unions from the insurance laws put 
bans insurance plans by employers 
and New Jersey bars payment of in. 


surance benefits whether by an em. 


ployer or union. 

The Oregon insurance commissioner 
indicated he favored fund regulation 
by state government. 


Call ‘Certain’ Cal. Court 
Will Uphold Decisions 


in Pacific Mutual Case 


Although California supreme court | 
has granted a petition filed by a dis. 
senting group of stockholders of Pacif- 
ic Mutual Life to review litigation in 
which they seek to block the com- | 


pany’s mutualization in keeping with | 


the agreement made several years ago 
when it was reorganized, Asa V. Call, | 
president, has said he is confident that | 
the high court will uphold the deci- | 





sions of the superior court and the dis- © 
trict court of appeals. 

The lower courts upheld the long 
established program originally ap- 
proved by the insurance department 
and also by the California superior and | 
supreme courts as well as the U.S. 
Supreme Court. é 

The Pacific Mutual General Agents 
Assn., following filing of the stock- 
holders’ petition, as a “friend of the! 
court” filed a brief setting forth the” 
agents’ position and interests in having 
the mutualization program carried out © 
as developed. 


mn 


i808 


The stockholders’ committee con- 
sists of a small group, most of whom 
obtained stock in the open market” 
during the years the mutualization © 
plan was being developed and was 
considered as a certainty. 

“While the granting of a hearingto 
a group of dissenting stockholders who 
have repeatedly sought to _ block 
progress of the company’s mutualiza- 
tion plan will necessarily delay put- 
ting it into effect,” Mr. Call said he 
has “every confidence that the court, | 
upon full consideration, will reach the | 
same conclusion that already has been 3 
reached by the insurance commis-) 
sioner, the superior court and the dis- 
trict court of appeals.” 

He added that the willingness of | 
the court to hear the stockholders | 
case “most emphatically” should not | 
be taken as an indication it is likely | 
to invalidate the plan. 


Kellam With National of Vt. 

The caption under the picture in the 
June 25 issue of the new Million Dol- 
lar Round Table executive committee 
gave an erroneous company affiliation 
for John Kellam. The new Canaan, 
Conn., agent, who was reelected to 
the executive committee, is with Na 
tional Life of Vermont. A story in the 
same issue giving election results cof 
rectly identified Mr. Kellam as a Na 
tional Life producer. 
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Yew Middle Class 
Offers Challenge to 
insurance: Johnson 


Life insurance has gained a new re- 
ibility with the emergence of a 
t new middle economic class in 
America, Holgar J. Johnson, president 
of Institute of Life Insurance, said at 
the 75th anniversary convention of 
pankers Life of Iowa. More than 21 
million families are now earning be- 
tween $4,000 and $10,000 a year and 
the business must see that their needs 
for protection are adequately filled. 


e e 

To a large extent the spending and 
gvings habits of the group are geared 
to the pay check, the receipt of income 
a regular intervals, Mr. Johnson said. 
A reflection of this may be found in 
the $207 billion that went to wage and 
glary earners last year, compared 
with only about $51 billion 25 years 


a is this middle income group that 


* makes up the great mass market of 


America. This group is buying most of 
the homes and cars, the television sets, 
the household appliances and all the 
other things that symbolize the Amer- 
ican standard of living. To a large ex- 
tent it is buying all these things by 
pledging future income. Today install- 
ment credit amounts to $21 billion, ac- 
counting for three-quarters of all con- 


* sumer credit. Twenty-five years ago 


installment credit, then less than $3% 
billion, made up only half of the con- 
sumer debt total. 
e * s 

The fact that people are buying 
things and paying for them out of 
earnings, marks a departure from the 
traditional practice of saving money 
before making a purchase. But the 
families in the middle class group have 
not broken with the traditional prac- 
tice of thrift. Never has their volume 
of positive savings been greater, he 
said, nor have the goals for which 
they are saving, family protection, re- 
tirement, college education for the 
children, been more clearly defined. 

Many families now in the middle in- 
come group have moved up on the in- 
come scale and they are naturally in- 


' terested in protecting the higher stand- 
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ard of living they have achieved. Life 
insurance, which is the principal con- 
tractual method of savings, fits pe- 
culiarly into the pattern of their needs. 

The concept of life insurance as 
originally conceived has changed from 
one of protection for the family against 
financial loss caused by the death of 
the breadwinner to the needs that are 
expressed primarily in terms of in- 
come to take care of the future com- 
mitments of the family, to replace the 


» earnings of the breadwinner until the 
_ family can build an income of its own, 
4 for retirement to supplement social se- 
_ curity and whatever other resources 
' the family may have. 


The nation’s social and economic fu- 


| ture has also been affected by the 
_ astounding population growth which 


adds the equivalent of a Toledo or an 
maha each month, the increased mo- 
bility of the American people which 
Suggests a greater adaptability to 
changed conditions. The revival of 
larger families and a great increase in 
the population of younger children 
Points to greater opportunity and 
greater need for youth guidance in 
every community. Also, he said, Amer- 

are in the midst of a great re- 
newal of religious interest and there 


has been a great increase in leisure 
time. With all these things the im- 
portant challenge for the years ahead 
lies in how each person adjusts to the 
changes. 


Eases War Risk Rules 


As a result of changes in war risk 
underwriting rules by Mutual Benefit 
Life, applications for insurance with- 
out a war rider, involving military risk, 
will be considered from agents who 
have submitted a reasonable volume 
of normal business. 

Commissioned officers over 30 with 
non-combat administrative duties and 
no immediate prospect of overseas as- 
signment may obtain up to $25,000 of 
insurance. The previous limit was $10,- 
000. Limits on enlisted personnel with 
no immediate prospect of overseas duty 
have been raised from $5,000 to $10,- 
000. 

Limits for alerted draftees, reserv- 
ists, National Guardsmen and students 
at U. S. military, naval and coast guard 
academies also have been increased 
from $5,000, to $10,000. The $25,000 
limit remains for males between 18 
and 26 who are not veterans and have 
no basis for permanent deferment, and 
older males likely to be subject to 
service. 


MONY Names Miller, 


Grady to Module Staff 


Frank A. Miller and Joseph J. Grady 
have been appointed by Mutual Life 
of New York as special assistants in 
the company’s module insurance and 
module multiprotection employe bene- 
fit plans. They will handle module 
cases in the field. 

Mr. Miller joined the company’s 
college trainee program in 1950 and 
is a graduate of the management train- 
ing course. He has been specializing in 
module work since December. 

Mr. Grady recently joined the com- 
pany. 


List New Members of U. S. 


Chamber Insurance Group 


New life insurance company mem- 
bers of the U. S. Chamber of Com- 
merce include Harold J. Cummings, 
president Minnesota Mutual Life; 
Chester O. Fischer, vice-president 
Massachusetts Mutual Life; Robert L. 
Hogg, Sr., vice-president Equitable So- 
ciety; Laurence F. Lee, president Oc- 
cidental Life of Raleigh and Peninsular 
Life; and Stanley F. Withe, manager 
of the advertising and publicity de- 
partment Aetna Life Affiliated Com- 
panies. 

The committee will study national 
insurance problems and recommend 
policies to the chamber. 














Jackson Life to Build 


Jackson Life, formerly known as 
Great Commonwealth Life, has ac- 
quired property in Memphis to build 
a new home office. The site is at the 
east end of the Memphis-Arkansas 
bridge on E.H. Crump boulevard. Al- 
though no plans have been drawn for 
the building, the program is for a con- 
temporary five to eight story build- 
ing, fully air conditioned. Headquarters 
for the company are now in the Falls 
building in Memphis, where they were 
moved in 1953 after the company 
was purchased by Harold Ohlendorf, 
George H. Florida and Andrew J. 
Florida, all of Osceola, Ark. 


21 Attend Home Office Course 


Twenty-one Republic National Life 
field men completed a special train- 
ing course at the home office. Taught 
by L. E. King, R. C. Reinecke, Allen 
Cureton and C. D. Walters, the course 
emphasized economic advantages of 
life insurance as an investment. 








Ray E. Fuller, agency vice-president of Equitable Life of Iowa, was honored 
by the company’s field force with a campaign in recognition of his 30th anni- 
versary which resulted in a June paid volume of $12,032,790, 12.5% ahead of 
June, 1953, and the largest volume ever recorded for that month. 

Pictured here are H. A. Hedges, general agent at Kansas City; Mr. Fuller; 
F. L. McCormick, Des Moines general agent, and F. W. Hubbell, president. 

The campaign was planned by four general agents, H. S. Bell, Seattle; N. C. 
Day, Davenport, and Messrs. McCormick and Hedges. One or more qualified 
cases during the month were submitted by 517 agents, for a total of $14,776,542 
of contest production. A minimum of $50,000 of business was written by 98 
agents and 37 agencies exceeded campaign quotas. t 

Mr. Fuller, agency vice-president since 1943, also received a camera and sup- 
plementary equipment from the general agents. 
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Telephone Technique for Interviewing 
Prospects Demonstrated at MDRT Meet 


Countering standard objections of 
the prospect and feeling him out for 
gaps in his insurance program were 
illustrated by A. Harold Bickerstaff 
and Andrew J. Elder, agents at Toron- 
to for London Life, in “An Actual 
Demonstration of Telephone Tech- 
nique” at a room-hopping session at 
the MDRT meeting at Coronado, Cal. 

To the prospect who says “If it’s 
insurance I’m not interested,” Mr. 
Bickerstaff counters with this: “What 
I want to talk to you about primarily 
is savings. This plan is unique and I 
feel quite sure that it would be profi- 
table for you to see the facts and if 
they can be of any help to you fine, if 
not, shelve the whole situation until a 
more opportune time.” 

Prospect: “What is your plan about?” 
Mr. Bickerstaff: “It is very difficult 
for me to answer your question intel- 
ligently over the phone. The purpose of 
my call is to arrange for a suitable 15- 
minute period so that I can give you 
these facts which I’m sure you’d like 
to know about. We could accomplish 
this, I feel, much better if we could 
get together for a few minutes.’ 

Prospect: “I’ll think it over and call 
you next week.” Mr. Bickerstaff: “That 
will be fine. But as I work strictly by 
appointment I’d like to suggest, if it 
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is convenient for you, that we make 
a tentative appointment and if you find 
that it won’t be convenient you could 
have your secretary give me a call. I 
will be free on such and such a date.” 

Prospect: “I am too busy to see you.” 
Mr. Bickerstaff: “I know how impor- 
tant your work is and I didn’t want to 
interrupt it. You set the time—lI’ll fit 
my schedule to yours—I don’t care 
whether you say midnight or morning. 
When does your office close? Could I 
drop in to meet you for a few minutes 
after closing time? I promise you I 
won’t impose on your time.” 

Mr. Elder outlined three sketches, 
involving the cold canvass for a pack- 
age sale, the referred lead to which the 
prospect replies that another agent is 
handling his insurance, and the re- 
fered lead where the prospect objects 
that he cannot afford more insurance. 

The package sale canvass: Agent: 
“A mortgage has been defined as a 
house with a guilty conscience. Would 
you mind telling me if your house has 
a guilty conscience?” Prospect: “Not 
at all—it most certainly has!” 

A. “In that case I should like to make 
an appointment at your convenience. If 
you live, you will repay the mortgage. 
We have a plan that will guarantee 
this repayment if you should not live 
until that time. You would be inter- 
ested in that, wouldn’t you?” P. “Yes, I 
might—if it didn’t cost too much.” 

A. “The cost will be surprisingly 
small but the details would have to be 
worked out for your particular case. 
I shall be out your way next Tuesday 
—I could see you about 10:30 in the 
morning or about 2:15 in the after- 
noon. Which would be better for you?” 
P. “I think the morning would be bet- 
ter.” 

The referred lead—‘“A friend in the 
business”: A. “I have an introduction 
to you from Tom Smith. We have 
brought some ideas to Mr. Smith which 
he felt might be of value to you. I 
shall be coming your way next Tues- 
day. I could see you at 11:15 or 2:15. 
Which would be better for you?” 

P. “Well, Tuesday is a pretty busy 
day. Anyway, I think you’d just be 
wasting your time. My insurance was 
all arranged by Bill Williams. We’re 
in the same lodge.” A. “That’s fine. 
I suppose you’ve had your insurance 
programmed?” P. “Yes, I have. I know 
what I get at retirement and what my 
family gets too.” A. “What effect did 
the recently increased inheritance tax- 
es have on these incomes, Mr. Pros- 
pect?” 

P. “I don’t remember discussing in- 
heritance taxes.” 

A. “What about wills? Are they 
complete and up to date?” P. “Oh, 
yes, my wife and I have wills leaving 
everything to each other.” 

A. “That’s fine. But what do the 
wills say is to be done if only your 
children are surviving? Have you con- 
sidered that possibility?” 

P. “Well, I don’t know. 
think that’s mentioned.” 

A. “That’s an important point. We 
should also consider who you would 
want as a guardian for your children. 
We'd better get together and review 


I don’t 


ales Ideas That Work 


these things. Could you bring your pol- 
icies and wills to my office next Thurs- 
day?” 

P. “Yes, I guess I’d better. Would 
10:30 be satisfactory?” 

The referred lead—“Can’t afford it’: 
A. “T have an introduction to you from 
Jim Brown. Mr. Brown thought some 
ideas we brought to him might be of 
some value to you, and I am calling 
to ask you for an appointment.” P. “I 
appreciate your calling me, but I 
have some insurance now and I can’t 
afford any more. Perhaps if you were 
to call me in a year or so?” 

A. “My service includes a review of 
many points apart from additions of 
life insurance. The inheritance taxes 
on your estate, for example, were 
probably increased Jan. 1 of last year. 


Insurance Executives Pool Workable Tips | 
at Educational Conference of Colonial Lite | 


A panel of life insurance executives 
presented some sparkling ideas to 
agents and general agents of Colonial 
Life’s ordinary department at an edu- 
cational conference at Skytop, Pa. The 
panel consisted of Harry Gardiner, 
general agent emeritus John Hancock; 
Ralph R. Lounsbury, president of 
Bankers National Life and president 
of American Life Convention; H. Bruce 
Palmer, president of Mutual Benefit 
Life, and Richard B. Evans, president 
of Coionial. Eric G. Johnson, Colonial 
vice-president, opened the meeting and 
presided. 

Mr. Gardiner emphasized the signif- 
icance of the agent’s own life program 
in his professional progress, urging 
the agents to review carefully their 
insurance to see if it meaures up to 
their individual needs. 

He said the vast market of insurance 
for children and grand-children was 
being overlooked. More agents, he 
said, should demonstrate the advan- 
tages of getting children started early 
in life on an insurance program. 

Sometimes agents become  over- 
anxious to specialize in selling larger 
policies, group insurance, pension 
trusts, etc., he continued, to the extent 
that their fertile normal market often 
is neglected. He said too many men 
are lost» to the business because of a 
lack of a definite prospecting plan. 

Many, he said, are misled into going 
after the big cases. They wander too 
far afield, whereas more emphasis 
should be placed on the actual selling 
fundamentals of the business. Too 
much term insurance is being sold in 
relation to need, and many policy- 
holders are left unprotected after age 
65. 

Others, he said, feel they are ade- 
quately protected due to the relatively 
large amounts of group insurance be- 
ing sold, and he called upon the agent 
to stress the importance of individual 
initiative in purchasing permanent life 
insurance on a personal need basis. 

Many agents lack the courage and 
conviction to meet their prospects on 
equal ground, he continued. He felt 
the training of new men is a responsi- 
bility of the general agent and urged 
more joint work with the new agent 
in the field. 

Mr. Lounsbury said he felt the new 


Do you know how this affects yoy» 
P. “No, I don’t.” A. “Do you know that 
by proper planning of your Present 
estate it may be possible to reduce op 
eliminate these increased taxes?” P. 
“No, how can you do that?” ; 
A. “Well, we would need all the 
details and would wish to study yoy 
present policies and your will. Possibly 
your will needs revision. We dont 
know what we can do for you unti] we 
have full particulars. Each case is dif. 
ferent. How would it be if you get these 
papers together by next Wednesday 
and I’ll come in about 2:30? Remember 
that these ideas are given to you with. 
out cost. If, when you are ready to add 
further insurance, you have liked oy 
service up to that time, we shall be 
very happy to arrange it for ynu.” 


amendment to the social security bil] | 
would defeat the original aims and 
purposes of social security, and would 
be of far greater benefit to the large 
income group. 

It is a fallacy, Mr. Lounsbury said, 
to believe the government can do 
things for the people without even- 
tually increasing the cost to them’ 
The new bill would again help the’ 
public to realize the necessity for ad- 
ditional insurance to augment retire. | 
ment needs. American Life Convention 
he said, has found 33 items that were 
discriminating in the bill. 

Mr. Evans said it should be the 
agent’s constant aim to keep the public” 
sold on life insurance and suggested” 
that agents continue to equip them-| 
selves with additional knowledge and_ 
improved techniques to cope with’ 
changing conditions. ‘ 

The question of mutual fund plans” 
combined with group-creditor life in-/ 
surance was discussed and all agreed / 
that it was inimical to the buyer’s wel- i 
fare and best interests because such a) 
tie-in presupposes the legal obligation” 
of the purchaser’s estate to complete 
payments due under an installment in- | 
vestment purchase. 

These men considered respective 
angles of the selling process: James 
I. Hyde, agency assistant, prospecting; 
William H. Fissell, superintendent of 
the ordinary agency department, ap- 
proach; Edward J. Hilbert, general 
agent at Union, N. J., presentation; 
Gerard Caprio, general agent at East 
Orange, N. J., answering objections; 
and John T. Costa, general agent at 
Paterson, close. 

Joseph B. Treusch, director of pub- 
lic information and sales promotion, 
spoke on efficient use of direct mail 
and the value of pre-approach mate- 
rial; Richard D. Nelson, vice-president 
and treasurer, reviewed the company's 
financial picture, particularly invest 
ments, and Mr. Fissell conducted a 
seminar on advanced underwriting. 
General Agent Francis A. Byrne, East 
Orange, represented the field force. 


—~ ' 














Organize in N. C. County 


Life Insurance Managers Assn. of 
Alamance (N. C.) County has_beel 
organized with W. C. Surratt, North 
Carolina manager of Imperial 
Burlington, as temporary president. 
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Financing Service 
for Agents to Be 
National in Scope 


Underwriters Credit & Guaranty 
. of San Francisco, familiar to 
agents in connection with its services 


in arranging loans based on renewal 
commissions and related insurance 
qllateral with various banks in 


California, is planning an extension of 
its facilities. : 

Harry R. Naftalin, who has been 
gle owner of the business, will con- 
ine as a director and chairman 
qhile the active management will be 
enlarged by a new financial group 
which has joined the organization. 
The business for the most part has 
heen confined to the west coast. It 
now will be extended on a national 
tasis with considerably enlarged facil- 
ities for arranging credits to individual 
agents, general agents, and insurance 


companies. ; 
Other officers of Underwriters Cred- 


7 it & Guaranty now are Wilson B. 


Foster president, H. L. Hamilton vice- 
president, and Kenneth Ferguson sec- 
= home office will be continued 
at 405 Montgomery street, San Fran- 
cisco. Other territorial offices are con- 
templated and will be announced from 
time to time. 

The services developed by Under- 
writers Credit & Guaranty are based 
on a long analysis of the peculiar 
needs of the agent. They have re- 
sulted in providing loans on a long- 
term basis with ample time for repay- 
ment, based on renewal income. Such 
aservice has been possible only by the 
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facilities which have been developed 
for appraising accurately the value of 
individual contracts anc the company’s 
financial guaranty to banks. Extension 
of the plan to a nation-wide basis 
opens a financial service to agents not 
presently available from banks. 





Grillo to Supervise 


Southeast for Hancock 


John Hancock has appointed Nicho- 
las Grillo, now assistant district man- 
ager at Meriden, Conn., to regional 
supervisor in the southeastern depart- 
ment. Fred Scott, Jr., regional super- 
visor in the southeastern department 
is transferring to the east central ter- 
ritry and Frank O. Mayer, regional 


| supervisor in the east central territory 


becomes regional supervisor in the 
greater New York territory. 

Mr. Grillo joined John Hancock in 
1940 as an agent. Since his appointment 
as assistant district manager in 1943, 
he has been consistently among the 
company leaders in production. 





Union Mutual Life to 
Expand Home Office 


Union Mutual Life is planning to ex- 
pand its home office in Portland by 
adding a new wing designed to be four 
or five stories high. Work on the ad- 
dition is scheduled to begin March 1. 

€ revised building will house, when 
completed, First Portland National 

on the first floor, Maine Bond & 
Casualty on the second floor, and Un- 
1on Mutual home offices in the rest of 
the structure. 





@ Narragansett Brewing Co. has ob- 
ber a $1 million loan from Mutual 
#fe of New York and arranged $200,- 
additional credit. The money will 
. to pay off existing notes and 
he nurse Narrangansett for part of 
€ cost of recent additions to its plant 
hear Providence, R. I. 


Theo P. Beasley, 
President of Re- 
public National 
Life, center, hold- 
ing some of the ap- 
Plications submit- 
ted in a June 
contest in his hon- 
or, flanked by E. 
H. Jenkins, Dallas, 
manager of the 
leading agency, 
left, and C. J. Skel- 
ton, vice-president 
and director of 
agencies, 











Guardian Policy Has 
Optional Endowment 


Guardian Life has added a new pol- 
icy to the company’s preferred risk se- 
ries. The new form is on the whole life 
paid-up at age 60 plan, $10,000 mini- 
mum, with a guaranteed endowment 
option. 

The option allows the policyholder 
to continue to pay premiums after the 
policy becomes paid up at age 60 and 
mature the policy as an an endowment. 
It is a guaranteed feature not de- 
pendent on dividends. The number of 
additional years of premium payments 
required to mature the policy as an en- 
dowment under the option varies from 
four to 12 years, depending on the age 
at issue. The guaranteed endowment 
maturity age and guaranteed endow- 
ment maturity value are shown in the 
policy. In addition, the policy contains 
the usual provisions permitting the use 
of accumulated dividends to accelerate 
the paid-up date or endowment ma- 
turity date. 

The P.R. 60, as the new policy is 
called, will be issued from ages 10 to 
50. It is similar to Guardian’s other 
preferred risk plans regarding policy 
provisions, supplementary benefits, un- 
derwriting and level of premiums and 
net costs. 





Hartley Heads New Agency 


of Occidental: Name Others 


Edgar Hartley, Jr., has been named 
general agent of a new Occidental 
Life of California agency in Raleigh, 
N. C. Robert D. Edwards has been 
named manager at Pasadena, Cal., and 
Clarence Fowler assistant regional 
group manager at Houston. 

A marine veteran, Mr. Hartley en- 
tered insurance in 1948, was named 
assistant general agent of Reliance 
Life in 1950, assistant director of 
training in 1951 and Philadelphia man- 
ager later that year. For two years 
he has been agency supervisor for Lin- 
coln National Life. He is a graduate of 
the Southern Methodist University In- 
stitute. 

Mr. Edwards, a veteran of the last 
war, joined Occidental in 1951. Mr. 
Fowler joined the company in 1953 in 
a group post at Dallas. He also is a 
veteran. 





Fahey, Union C. & L. 


Vice-president, Resigns 


Charles A. Fahey, vice-president, 
has resigned after 10 years with Union 
Casualty & Life. He was also vice- 
president of A&H Adjusters Assn., 
Philadelphia. He has not revealed his 
future plans. 





List Mass. Insurance Lobbyists 
Among the insurance lobbyists at 


the Massachusetts state house who 
registered with Secretary of State 
Cronin during the recent session of the 
legislature, are Arthur C. Conly, In- 
surance Federation of Massachusetts, 
$3,500; Ralph A. Armstrong, Massa- 
chusetts Mutual Life, $1,950; Wardell, 
Ranney & Allen, Prudential, $2,500, 
and Edward D. Park, State Mutual 
Life, $2,000. 


Republic Nat'l Beasley 
Contest Sets Records 


Republic National Life in a June 
contest honoring President Theo. P. 
Beasley set a new production record 
of $29,158,888 life insurance and $384,- 
003 of A&H premiums. Mr. Beasley’s 
birthday occurs during June and on 
that day 431 applications were written 
for $3,058,566 of life business and 87 
A&H applications for $7,050 annual 
premiums. June life production was up 
83% over that of 1953, and A&H pre- 
miums gained 187%. 

The Wynnewood agency at Dallas, 
managed by E. H. Jenkins, won the 
president’s trophy, writing $1,254,654 
of business to exceed its quota by 
209%. Jack Oltorf, San Angelo, was 
the leading individual producer, with 
$370,000, and tops in A&H was J. C. 
Kuehn, Wichita Falls. 


e New paid life business of Guarantee 
Mutual Life was up about 18% in June 
compared with that for the same month 
of 1953. B. W. Flinders, Burbank, Cal., 
was the leading agent, and the Leonard 
& Son agency at Tulsa topped all agen- 
cies. 
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The MDRT's Dramatized Case Study 


Even in the few weeks that have 
elapsed since the 1954 meeting of the 
Million Dollar Round Table, one of its 
innovations has already become some- 
thing of a fabulous legend. This was 
the dramatized case study, which took 
the situation of a hypothetical client, 
analyzed his problems (which were 
made plenty complex and numerous, 
though still typical of real life), got 
the audience in on the solution through 
the “buzz session” technique, and then 
presented the final solutions as elab- 
orately as the case was originally 
stated. 

The whole presentation, besides be- 
ing marked by a professional gloss in 
its staging and direction, was so de- 
tailed and thorough as to be virtually 
impossible for anyone to describe ex- 
cept in general gee-whiz terms. 

The presentation so impressed Wil- 
liam T. Earls, Mutual Benefit Life, 
Cincinnati, who was chairman of the 
1953 Round Table that he sent the fol- 
lowing telegram to the editor of THE 
NATIONAL UNDERWRITER: 

“Remembering your keen interest in 
last year’s and previous MDRT inno- 
vations it occurred to me that you 
might like a personal reaction to the 
dramatized case study which was pre- 
sented today for the first time to an 
insurance group. I had nothing to do 
with the preparation or presentation 
but unhesitatingly state that the pre- 
sentation and its reception by the audi- 
ence were epoch-making. 

“After the dramatized presentation 
the whole Round Table membership 
divided into three buzz groups: One, 
business insurance; another, employe 
plans, another estate planning. Experts 


in each line worked out recommended 
solutions in the buzz sessions to the 
various problems developed in the case 
study. The whole presentation was 
outstanding. The script was very well 
written, being both sincere and humor- 
ous. The dramatization was by non- 
professional MDRT members and out- 
side experts, and the acting was very 
well done. It was forcefully presented 
and the audience was held grippingly.” 

The way that the presentation fas- 
cinated the audience can also be judg- 
ed from the reaction of David Marks 
Jr., New England Mutual, New York 
City, who is a pension specialist and 
had no intention of taking in the case 
study presentation. Nevertheless, he 
decided to look in to see what it was 
like. The result was that he stayed 
clear through to the end, enthralled 
by the spectacle. 

The entire presentation reflected 
great credit not only on the partici- 
pants on the stage, who were listed in 
the Jan. 25 issue of THE NATIONAL 
UNDERWRITER, but on Laflin C. Jones, 
Northwestern Mutual’s director of in- 
surance and planning, who wrote the 
script and acted as coordinator; George 
Koester, Northwestern Mutual’s plan- 
ning specialist who devised the huge 
charts which as backdrops showed the 
details of each step; Warren L. Bacon, 
Jr., New England Mutual’s supervisor 
of visual sales promotion who acted as 
director; and Francis T. Fenn, Jr., 
National Life of Vermont, Hartford, 
the producer. 

It seems safe to predict that the 
dramatized case study will be a feature 
not only at future MDRT meetings but 
at many other life insurance meetings 
as well. 


Ruminations on Demise of the A & H Bill 


The defeat of the federal health re- 
insurance bill prompted many newspa- 
pers to editorialize on the action of the 
House in sending the measure back to 
committee. A good many of the edi- 
torials, even in conservative newspa- 
pers, deplored the defeat of the meas- 
ure. Not all of them did so, however, 
with the understanding of the New 
York Times. 

That newspaper published an edi- 
torial which showed a real grasp 
of the bill’s content and an apprecia- 
tion of the forces which opposed it, 
particularly those which did not criti- 
cize it but damned it with faint praise 
and consistently disliked it. As the 





gE RR A SSD 


HAeNATIONAL UNDERWRITER 


—Life Insurance Edition 
EDITORIAL OFF FICE: 


B. Mitchell. 
Warren Kayes. 





Assistant Editor: 


Times asked, why did so many friends 
of health insurance rush to be included 
in the kill? 

The Times then points out that the 
plan of the bill is not a government 
subsidy, that the insurers that partici- 
pated in the reinsurance program 
eventually would pay the government 
back for any advance because of ab- 
normal losses, and that essentially the 
program was designed to prime the 
pump and finally return to the govern- 
ment its priming money. 

The Times also showed discernment 
when it stated that “no reinsurance 
plan ever increases the total fund for 
paying benefits.” But, the Times, after 
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stating that the bill appeals to it as it 
does to many others, wonders why so 
much was expected of it. 

And here it puts its editorial finger 
on the real weakness of the program. 
What, really, can be expected of it, the 
Times asked. 

What, indeed? Continuing this 
thought beyond the Times pursuit of 
it, can insurers, including the so-called 
non-profit ones, be encouraged in this 
way to experiment with underwriting 
risks in such a way as to lose money 
they have to pay back to the govern- 
ment? They have “experimented” be- 
fore, viz. disability in the depression 
years, with notably disastrous results. 
They are still experimenting, currently 
with catastrophe coverage, and already 
in that field, in certain areas, a few 
insurers have had their bumps and 
have had to revise their approach. 

Even so, insurers can be expected to 
continue to experiment every day in 
the A&H field. They might not say 
they are experimenting, but they are 
going as far and charging as little as 
they safely can do as business men who 
must stay in business. The pressure of 
competition, the constant demand for 
premium income and for a growing 
volume, impels the insurance business 
to extend itself all the time in the di- 
rection of better service, more cover- 
age, and greater economy in order to 
win more customers and keep them. 

The economy of the business is dyna- 
mic, not static. Of the hundreds of 
companies in the business, there is 
always a large percentage hungry for 


growth and expansion. But there is one! 
line none wants to step over, one Rubi.” 
con none wants to cross. That is the. 
line between profit and loss. It is the 
line between continuity and non-exist. 
ence for the insurer (or any other busi- 
ness entity). 

There could be, and some in insur. 
ance have acknowledged it, a certain 
value in the kind of experimentation 
that the reinsurance bill sought to sti- 
mulate, particularly since it implied 
that if an insurer lost its shirt in the 
unexplored region beyond a line which | 
experience said it was unsafe to go, at 





least the insurer would get back its. 
shirt, though it continued to owe the 
government the price of it. $ 
Yet it is hardly surprising that busi- 
ness men who would not take their } 
businesses into an area of uncertainty 
in order to produce more business, per- 
haps profit, and certainly prestige and | 
growth for their organizations, should © 
not feel enthusiastic about the govern- 
ment’s proposal to lead them by the | 
hand into such an area. To be willing | 
to do so implies, to a degree, that they 
would not be so foolish on their own © 
account but are willing to be foolish | 
because a benevolent government is | 


TUPRUREIRN 


willing to reduce the hazards of fool- © 
ishness. : 

There still exists in the proposal, | 
perhaps, the possibility of encouraging ‘ 
reasonable, limited experimentation. i 
But perhaps it should be a good deal i 
more clearly defined and delimited. Its © 
scope should not be overstated for any © 
reason, political or otherwise. 








PERSONAL SIDE OF THE BUSINESS 





Jack R. Manning, executive manager 
of the New York City Life Underwrit- 
ers Assn., and Mrs. Manning sailed 
Tuesday on the S. S. Panama for a 
three weeks’ cruise to Panama. 


Dennis B. Maduro, New York City 
estate and tax analyst, and Mrs. Ma- 
duro announce the birth of their first 
child, an 8-pound, 11-ounce boy named 
Brandon Dennis Maduro, Jr. 


Paul G. Simpson, manager at Nash- 
ville for Metropolitan Life, has been 
elected vice-mayor of Oak Hill, an in- 
corporated residential area of Nash- 
ville. 


Emmett Russell, Jr., public relations 
director of Life & Casualty, has been 
elected president of Tennessee State 
Exchange Clubs. He is a former presi- 
dent of Nashville Exchange Club. 


A. Herbert Nelson, state Minnesota 
manager of Business Men’s Assurance 
and former Minnesota commissioner, is 
considering entering the race for lieu- 
tenant governor of Minnesota on the 
Republican ticket. He ran in the pri- 
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mary for lieutenant governor in 1944 
and was second in a field of ten. July 
26 is the deadline for filing of candi- 
dates in the Minnesota primary. 


George Montgomery, Great National 
Life, Houston, has been elected presi- 
dent of Houston Golf Assn. 


L. D. Cavanaugh, president of Fed- 
eral Life of Chicago, is serving on the 
Cook County, Ill., grand jury for the 
month of July. 


Maj. Gen. George Olmsted, chairman 
of Hawkeye-Security group and head 
of the organization which recently 
bought controlling stock interest in 
United Services Life, has been elected 
a director of International Bank of 
Washington. 
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F. W. Felkel Promoted in S. C. 


Fred W. Felkel has been named su- 
pervising general agent for western 
South Carolina by American Bankers 
Life. He was the first life member of 
Million Dollar Round Table in South 
Caroiina. 


Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 





ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
$301. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy vant eon Statistician. 

DALLAS TEXAS—708 Employers Insurance 
Blidg., Tel’ Prospect 1127. Alfred B. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—607 Lafayette Bldg., 
Tel. Woodward 1-2344. A. J. Edwards, Resident 

er. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 


MINNEAPOLIS 2, MINN.—i58 Northwestern 
Bank Blidg., Tel. Main 6417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 388, N. Y.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA NEBR.—610 Keeline Bldg., Tél. 
Qiantic she. Clarence W. Hammel, Resident 
anager. 

PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. EB. H 


Fredrikson, Resident Manag 

PITTSBURG 22, PA_-303 ‘Columbia Bldg. 
Tel. Court 1-2494. Bernerd J. Gold, Resident 
Manager. 


‘CISCO 4, ae Big. 544 
Market St. Tel. Wabrooe 23068 ee jand, 
Pacific Coast Manager. 
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W. L. Moody Dies; 
in insur. 
a certin! Founder, Head of 
a certain! Founder, Head o 
ht to sti- e ® 
"impiea! American National 
rt in the © 1 Moody, Jr., 89, president of 
ne which © American National and head of W. L. 
to go, at | Moody & Co. a 
back its © $400 million em- 
owe the © pire known as 
3 “the House of 
hat busi- © Moody,’’died Wed- 
ike their } nesday at John 
certainty Sealy hospital in 
ess per- | Galveston. Mr. 
GAi é Moody had spent 
tige and | a full day at his 
s, Should | office Monday but 
/ Sovern- became ill that 
1 by the | evening and was 
> willing = w. L. Moody, Jr. hospitalized Tues- 
hat they | day. Death was at- 
.eir own tributed to pnuemonia. 
> foolish The great growth and success of 
ment is American National is an indication of 
of fool. the remarkable business abilities pos- 
sessed by Mr. Moody. His enterprises 
in addition to insurance included in- 
roposal, | terests in cotton, banking, railroads, 
uraging | newspapers and oil as well as 30 hotels 
ntation. i and 10 ranches. 
od deal | Mr. Moody organized American Na- 
‘ited. Its tional in 1904 and it now is the second 
for any — largest life insurer west of the Missis- 











 sippi, having more than $212 billion of 
insurance in force. When the company 
passed the $2 billion mark in 1949 it 
' was considered the first to do so under 
the continuous management of the 
founder. 
Mr. Moody was a sturdy man for his 
years and besides keeping active in 


~ = ’ business affairs engaged in strenuous 
~~ “4 ' outside activities such as hunting and 
Pn _ fishing. Indicating he did not limit his 
/ pursuits to business affairs, he was 
Jational considered one for the foremost stamp 
1 presi- collectors in the U. S. 
A son-in-law, E. C. Northen, operates 
f Fede)? large general insurance agency at 
of #ed- | Galveston and is a director of Ameri- 
on the ' can National. His wife, Mary Moody 
for the | Northen, also is a director of American 
National and a vice-president. 
d bead | _ 4 WALKER JORDAN, president of 
ecently Houston-American Life, died at Hous- 
rest. in ton after a brief illness. Before going to 
elected Houston in 1949 Mr. Jordan operated 
ank of his own investment and mortgage bus- 
iness at Miami. He also for many years 
was identified with insurance. In 1952 
———= f}_he became president of Houston-Amer- 
“ ican, a company he helped organize. 
ed sv | JOHN W. MAILLIARD, JR., 63, a 
ankers | director of Fireman’s Fund group and 
\ber of | of Pacific Mutual Life and of Califor- 
South | nia Title Ins. Co., died at Stanford Hos- 
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. Street, 
EB. H 


_ Bldg. 
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pital, San Francisco, after a long illness. 


ERNEST W. OWEN, 75, one-time 


' Manager for Sun Life at Detroit and 


later with the company in San Fran- 
Cisco, died at his home in San Francisco 
from a heart attack. In recent years he 
was special assistant to the British 
consul general, though he had kept ties 
with insurance. 


GEORGE P. LANCASTER, 59, re- 
Slonal manager of the southeastérn 
territory of John Hancock since 1949, 
died at Philadelphia where he had his 
pradquarters. He joined the company 
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Bankers, lowa, Marks 75th 


Year, $2 Billion in Force 


(CONTINUED FROM PAGE 1) 
Bankers Life” and recognition for 
ordinary sales achievements was given 
by M. E. Lewis, agency vice-president, 
and for group by Wendell Moats, di- 
rector of group sales. Other home of- 
fice officials on the program were 
John Grimes, agency secretary; H. L. 
Graham, secretary, A & H; R. D. 
Hamill, manager sales promotion; R. 
Frowick, director of training schools 
and R. E. Shay, director of agencies. 

Field men on the program included 
W. K. Niemann, Des Moines manager; 
John M. Sisk, Milwaukee; R. W. Todd, 
San Jose, Cal.; W. A. Fraser, Lincoln, 
Neb., manager; R. H. Martin, Ottum- 
wa, Ia., manager; R. D. Wright, Cleve- 
land, and Phil Berthiaume, regional 
group manager at Portland, Ore. 

There was a special luncheon for 34 
field men attending the 75th anniver- 
sary school who also attended the 
50th anniversary school. Also present 
were 82 members of the home office 
staff who participated in the 50th an- 
niversary observance. Besides other 
luncheons, there was a 75th anniver- 
sary banquet, a dinner dance, show 
party and a golf tournament. 

The annual group sales conference 
was held in conjunction with the 
school. 





Conley Succeeds Sullivan 
in S. F. for Bankers of Neb. 


Bankers Life of Nebraska has ap- 
pointed James W. 
Conley general 
agent for San 
Francisco and 
northern Califor- 
nia. He _ succeeds 
Frank X. Sullivan 
who has retired. 
Mr. Conley, a 
navy veteran, 
joined Bankers at 
San Francisco in 
1949. He has been 
a leading producer 





there for two 
James W. Conley years and = was 
vice-president of 


the company’s Leaders Club. 





Lewis New Great National 
V-P. and Agency Director 


R. N. Lewis, manager for Great Na- 
tional Life at Austin since 1942, has 
been promoted to vice-president and 
agency director. He succeeds C. E. 
Gaines who is returning to the South- 
ern Methodist University institute as 
associate director. 

The company has elected two new 
directors, Barney Shields, manager at 
Dallas since 1934, and Robert E. 
Maxey, chairman of Western Fire & 
Indemnity. 

Mr. Lewis joined Great National at 
Dallas in 1937 and became sales su- 
pervisor in 1939. Currently he is na- 
tional vice-president of LUTC and for 
several years was legislative chairman 
of Texas Assn. of Life Underwriters. 





Q&A Study Book for Agents 


A text book in question and answer 
form for the applicant for a life and 
A&H agent’s license, entitled Insur- 
ance Agent: Life, Accident and Health, 
has been published by Arco Publish- 
ing Co., New York City. Author is 
David L. Turner. 

A total of 23 categories is covered in 
the pages on life insurance and 14 in 
those on A&H. In addition there is a 
brief section devoted to insurance 
terms with an accompanying list of 


questions and answers, a section on 
the agent’s obligations and duties, and 
one on life insurance definitions. Price 
is $3 





Companies Offer Tax Ideas 


to Special House Committee 
(CONTINUED FROM PAGE 1) 
pany associations were also present. 
The joint committee on federal in- 
come taxation also includes W.E. 
Bixby of Kansas City Life, Francis 
W. Cole of Travelers, Edwin W. Craig 
of National L. & A., Malvin E. Davis 
of Metropolitan, Leland J. Kalmbach 
of Massachusetts Mutual, J.A. Lloyd of 
Union Central, Edward W. Marshall 
of Provident Mutual, Leslie R. Martin 
of Connecticut Mutual and Frank P. 
Samford of Liberty National Life. 


Release of details of the plan recom- 
mended by the life delegation is 
understood based on the favorable re- 
action it received by the Curtis com- 
mittee. 

The plan will be submitted in writing 
to the committee, possibly by adjourn- 
ment of Congress. Meanwhile, a bill 
may be drafted along lines recom- 
mended and possibly introduced before 
adjournment. However, action would 
go over until next Congress. 


U. S. Life Names Halstead 


Director of Agencies Aide 


U. S. Life has appointed Lynn Hal- 
ant: stead, assistant 
branch manager at 
Dallas for Occi- 
dental of Califor- 
nia since 1949, as 
assistant to the di- 
rector of agencies. 
He will work with 
various units of 
the home office 
agency depart- 
: ment. He entered 
the business with 
Travelers at Dal- 
las in 1946 and is 
Lynn Halstead a graduate of 
Southern Metho- 
dist’s first institute of insurance mar- 
keting, held in 1948. 


Rommel Assistant Actuary 


John D. Rommel, Jr., has been elec- 
ted an assistant actuary of StateMutual 
Life and head of its newly-formed 
general branch in the actuarial divi- 
sion. He joined the company in 1947 
and most recently was manager of the 
mathematical department. 






— 
Ka 





e The H. E. Nevonen agency of Wash- 
ington National at Los Angeles has 
moved to larger quarters at 3580 Wil- 
shire boulevard. 





Packaged 
Insurance 
Sells 


Faster 


Packaged Plan No. One 
THE MACCABEES 
MORTGAGE GUARANTEE PLAN 


The Market—More than 10 million homes carry 
mortgages. Each mortgage represents a family’s largest 
single debt—and the greatest threat to the 

security of the wife and children. Life insurance 
Offers the only practical solution. 


The Insurance Plan—The Maccabees Mortgage 
Guarantee Plan can be designed tofit a mortgage exactly . 
There is no need for a prospect to buy more 

-or less than he needs. 


Sales Aids—Direct Mail prospecting is an integral 
part of this packaged plan. Letters are free to 

our agents in unlimited quantities including all 
postage costs. 

Our field expansion program has opened many 
excellent opportunities for rapid advancement. Write to 
Robert 0. Shepler, Field Director, for 

complete information, 
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Pension War Develops into 
Increasingly Bitter Struggle 


(CONTINUED FROM PAGE 1) 
eliminates one of the most frequent ob- 
jections to individual policy pension 
plans: Somebody may be found to be 
uninsurable. 

Advocates of insured plans are es- 
pecially bitter against uninsured com- 
petition when it comes in and, on the 
basis of clearly unrealistic assumptions, 
knocks out a plan in which substantial 
equities have been building up in in- 
dividual policies. The policies are liqui- 
dated, and valuable features, like in- 
contestability and sometimes more fav- 
orable settlement options and interest 
rates are lost for the sake of something 
that is touted as being cheaper. But ac- 
tually it is not guaranteed to be cheap- 
er—nor even guaranteed at all, for that 
matter—and may actually turn out to 
cost more than the plan it replaces. 

Critics of the uninsured plans also 
assail the writing of plans as small as 
30 to 50 lives on a trusteed basis, since 
so small a number can have disastrous 
fluctuations in experience even though 
based on assumptions that would pre- 
sumably be adequate for a case large 
enough to give the law of averages a 
chance to operate. 


Competition from trusteed pension 
plans has been felt sharply in areas 
where consulting actuaries move in and 
make a deal with a prominent bank 
to get a list of its banking clients and 
swing business the bank’s way. The 
fees that some actuarial firms charge 
are often very substantial. Far from 
discouraging customers, these high fees 
frequently add to the consultants’ pres- 
tige, for, as in all fields, there are 
many customers who judge the merit 
of what they buy by the amount they 
pay for it. 

Along with demands that consulting 
actuaries be required to disclose their 
assumptions and file them with the 
state insurance department will doubt- 
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less go a demand that consultants 
themselves be licensed after being ex- 
amined as to their qualifications unless 
they are members of the Society of 
Actuaries. There are now no legal re- 
quirements that a person must meet 
before being allowed to hang out his 
shingle as an actuary. 

The trust companies and the consult- 
ing actuaries who recommend uninsur- 
ed plans have currently an additional 
advantage over the agent who is trying 
to compete for the same piece of busi- 
ness: The banks don’t hesitate to use 
their influence with and on their cus- 
tomers to line up pension business. On 
the other hand, the life companies have 
been reluctant to use this kind of pres- 
sure. Many agents would like to see a 
change in this attitude. 

They would also like to see a more 
general willingness among the com- 
panies to develop and adopt policies 
and procedures that are designed to 
meet the pension market’s needs and 
are not merely a limited adaptation of 
a policy meant for purchase by a lone 
individual. In the agent’s view, many 
companies are offering for use in pen- 
sion trusts policies that are analogous 
to the early automobiles that had an 
artificial horse out in front so the ve- 
hicle would not look too different from 
what the people were used to seeing. 





Disch Heads St. Louis Office 


for Continental Assurance 


Continental Assurance has establish- 
ed a branch at St. Louis to specialize 
in brokerage and 
surplus _ business. 
Aloysius J. Disch 
is manager. 

The company al- 
so is represented 
in St. Louis by the 
‘Sander-Tubbesing 
general agency. 
Besides life cover- 
ages, both offices 
offer non-cancel- 
lable A&H facili- 





ties. 
Mr. Disch, a 
merchant marine A. J. Disch 


veteran of the last 
war, entered life insurance as an agent 
in 1949 and has been active in broker- 
age work since 1951. Most recently he 
was brokerage manager in St. Louis 
for Occidental Life. 





North American L. & C. Hits 


Production Peak in June 


Sales for North American Life & 
Casualty reached an all-time monthly 
peak of $24 million in June. This in- 
cludes $11 million of group and rep- 
resents an increase of 30% over the 
same month a year ago . 

June is traditionally ‘“president’s” 
month in honor of H. P. Skoglund. 

Sales for the first half year exceed 
$81 million. 





Birmingham Agency Is 50 


The Birmingham general agency of 
Aetna Life has marked its 50th an- 
niversary. Headed by General Agent 
Donald P. Walton, the agency covers 
the entire state of Alabama except 
Baldwin and Mobile counties. 





Changes Preferred Risk Rules 


General American Life has increased 
the illustrative dividend scale and 
the minimum amounts for its preferred 
risk policy. The changes are expected 
to result in the lowest net cost in the 
history of the contract. 

The policy will be offered in mini- 
mum amounts of $7,500 for ages 15 
through 34 and $10,000 for ages 35 
through 65. The minimum amount had 
been $5,000 for all ages. 


Card Ready for Agents’ 
Meet of N. W. Mutual 


The program has been completed 
for the annual meeting of Northwestern 
Mutual Life’s Assn. of Agents annual 
meeting in Milwaukee July 26 - 28. 
Theme will be keying selling methods 
to today’s market and the present eco- 
nomic situation. 

President Edmund Fitzgerald will 
discuss “Northwestern Mutual Dollars 
at Work” and Grant L. Hill, vice-presi- 
dent and director of agencies, will be 
another principal speaker and also 
announce award winners. 

Agents attending their first meeting 
will be guests Monday at a friend- 
ship luncheon at which the speaker 
will be Carl F. Melhop, San Francisco. 

That afternoon, Archie A. Campbell, 
Minneapolis, will discuss telephone 
solicitation techniques, and Charles 
McCotter, Indiana, will explain the 
reference method of _ prospecting. 
Charles F. Stansberry, Jr., Joliet, IIl., 
will talk on “My Road to Success”, 
after which Dr. Kenneth J. McFarland, 
educational director for General 
Motors, will talk on “Sales Oppor- 
tunities Unlimited.” 

Speakers at Tuesday’s and Wed- 
nesday’s sessions will be F. R. Olson, 
Minneapolis. “The Selling Pattern”; 
Robert Scharff, St. Louis, “’For In- 
stance Opens the Sale”; Charles Rosch, 
Baltimore, “The Salesman Explores 
the Prospect’s Mind and Heart”; Ed- 
ward Russo, Baltimore, “Selling the 
Miracle of Life Insurance,” and J. 
Vincent Talbot, Newark, “The Com- 
plete Underwriter.” C. B. McCaffrey, 
director of advanced underwriter train- 
ing, and Horace Mickley, Los Angeles, 
will report on developments in tax 
legislation and rulings that affect life 
insurance. 





Appoint Burns & Burns 
G. A. for BARE in S. C. 


Burns & Burns of Greenwood, S. C., 
have been appointed general agents in 
South Carolina for Benefit Assn. of 
Railway Employes commercial divi- 
sion. The agency heretofore specialized 
in fire, auto and casualty. A new office 
building is under construction for 
Burns & Burns and will be ready this 
fall to accommodate the expansion. 

The commercial division of BARE 
was established Jan. 1 with John H. 
Lumley, vice-president, in charge. 


Pru Names Ad Man in South 


Paul E. Smith, Jr., has been named 
advertising and sales promotion man- 
ager for the south central home office 
of Prudential at Jacksonville, Fla. He 
has been assistant director of the com- 
mittee of 100 at Birmingham, Ala., for 
three years. Before that he was em- 
ploye and public relations supervisor 
for a newsprint firm. He is a navy 
veteran. 








Hear Coron at Detroit 

Howard H. Coron, manager of Mu- 
tual Benefit H. & A. at Canton, O., ad- 
dressed the July meeting of Detroit 
Assn. of A&H Underwriters on “Clos- 
ing.” 





Allen-Pratt Office Remodeled 


The Allen-Pratt general agency of 
John Hancock in New York City has 
been completely remodeled and re- 
decorated. Private offices now have 
bank-type partitions for freer air cir- 
culation. Lighting is entirely fluores- 
cent. An attractive reception room has 
replaced the former counter. 





Honor A. W. Moore on 35th Year 


Albert W. Moore, partner in the 
Moore & Haines agency of New Eng- 
land Mutual Life at Philadelphia, was 
honored by George W. Smith, company 
chairman, and agency associates at a 
dinner dance at Germantown Cricket 
club in suburban Philadelphia. The oc- 


a, 
— 


casion was Mr. Moore’s 35th company 
anniversary. 

In a June campaign honoring Mr 
Moore the agency produced 159 ap. 
plications. Now in its 98th year, the 
office has more than $94 million of 
life insurance in force on the lives of 
17,000 policyholders. It has 20 ful. 
time agents and last year paid for More 
than $8 million. 








Death Rate Drops in 
First Half of Year 


If the good health of the nation 
shown the first half of the year per- 
sists during the rest of 1954, this year’s 
death rate among policyholders may 
drop under the record low of 6.3 per 
1,000 set in 1949-50, Institute of Life 
Insurance says. Most causes of death 
show declines this year. 

The death rate from the entire range 
of diseases of the heart and arteries, 
top cause of death in the nation 
showed a material decline in the first 
half of the year. The rate, however 
is about a 10th greater than in 1944’ 

Tuberculosis deaths have continued 
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communicable diseases of childhood 
were nearly as low as in 1953. Deaths 
from pneumonia and influenza com- 
bined in the first six months were a 
third lower than the first half of last 
year. 

Motor vehicle, occupational and 
home accident deaths have been lower 
this year, but other accidents have 


increased so the over-all accident tol] _ 


appears to be larger this year. Cancer 
deaths also increased slightly and are 
now 20% greater than 10 years ago. 

The institute suggests death may 
drop 10,000 to 15,000 this year, though 
there are between one and two million 
more policyholders. 





Rochester Managers Elect 


Life Managers & General Agents 
Assn. of Rochester has elected Harry 
B. Wolf, John Hancock, president; 
Thomas C. T. Buckley, Fidelity Mutu- 
al, vice-president; Robert Williamson, 
Connecticut Mutual, secretary, and 
William H. Drews, Jr., Equitable of 
Iowa, treasurer. 





Lewis to Ind. Department 


George C. Lewis, retired superin- 
tendent for Prudential at Logansport, 


Ind., has joined the Indiana depart- | 
ment as an inspector. His duties will | 
include advising new companies on | 


proper sales methods and ethics. 





A. S. Cartwright Resigns 


A. S. Cartwright, vice-president of 
Continental L. & A. of Idaho, has re- 
signed. He has not announced his fu- 
ture plans. For 2% years Mr. Cart- 
— was assistant to President P. G. 

att. 





General Agents and Agents 


HAVE YOUR MONEY 
ON YOUR 
VESTED RENEWALS NOW 


@ For additional working capital 
. . . for expansion 

@ To pay off indebtedness . . 
protect your credit 

@ To buy or remodel your home 

@ To take advantage of today’s in- 
vestment opportunities 

@ Loans made at bank interest rates 


PLEASE CALL OR WRITE FOR PROMPT, 
CONFIDENTIAL SERVICE... 


John H. Weber, president 


RENEWAL GUARANTY CORP. 


628 U. S. National Bank Bidg. 
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vAFaces New Argument 
| inN. Y. Civil Relief Appeal 


t (CONTINUED FROM PAGE 3) 
| ured as part of the total payment re- 
yired to be made to the insurer. 

‘The net result of the terms of the 
10 act, as simplified in the examples 
[have given, is that the government 
would recover from those insured, un- 
' der its present theory, an aggregate 
» amount in excess of the amount paid 
” py the government to the insurer. Un- 
| ger this simplification the excess would 

always be the exact difference between 

3%, interest and 5% interest on the 

amount of the past due premiums. 

There are other factors, later to be dis- 

assed, Which prevent this from be- 

cming a completely accurate formula, 

but even if that were the only factor in 
) the difference, there is no rule by 
which the government’s theory could 
be amended so as to determine just 
how much has been paid on account of 
each insured. 





“In the first example the total pay- 
able to the insurer was $35 and the 
total recoverable on the government’s 
theory from those insured was $45. The 
difference, $10, is precisely the differ- 
ence between interest at 3% and 5% 
on $300, the total of the past due pre- 

‘miums....” 

Judge Dimock pointed out that in 
| the first example in order to avoid an 
“excess recovery on the Stilson policy 
‘it would be necessary to reduce to 
94% the interest rate on the past due 
‘premiums sought from him, while in 
the second example it would be neces- 
‘ sary, to avoid excess recovery, to re- 
duce the rate to one-third of 1%. 

“It thus appears,” he said, “that 
there is no method which will permit 
us, by the application of a fixed per- 
centage to the past due premiums of 
those insured whose past due premiums 
with interest at the policy loan rate 
exceed their surrender value, to arrive 
at a total recovery against them 
which will equal the amount payable 
by the government to the insurer. 

“The examples which I have given 
have been oversimplified and, in actual 
practice, there is further accentuation 
of the lack of relationship between the 
total recoveries sought against those in- 

‘sured and the amount payable to the 
‘insurer. An instance is in the case of 
the determination, for the purposes of 
the settlement between the government 
‘and insurer, of what I have called the 
‘past due premiums. As stated above, 
‘this is done through the medium of 
‘certificates issued to the insurer. When 
the time comes for the settlement be- 
tween insurer and government, the 
amount with which the insurer is cred- 
‘ited is the amount of the certificates 
with 3% interest. 


‘Under section 409 of the old act, 
where a protected policy matures by 
death, the amount of the past due pre- 
miums plus interest at the policy loan 
ate is deducted from the amount paid 
and is expressly required to be treated, 
Zor the purpose of making up the 
Amount of the certificates, as premiums 
paid. It is to be noted that, in cases 
where a policy matures by death, the 
¢surer must deduct from the amount 
bf the certificates not only the past due 
premiums which have been treated as 
he basis for certificates but also the 
nterest thereon at the policy loan rate 
which has not been so treated. Because 
iM the deduction of that interest, there- 
ste, the principal amount of the cer- 
Micates at the time of final settlement 
ween the insurer and the govern- 














ment is bound to be to that extent less 
than the amount of the total past due 
premiums. 

“Since the government thus credits 
the insurer with something less than 
the total of the past due premiums in 
fixing the amount payable to the in- 
surer, we cannot say even that the dif- 
ference between the amount payable to 
the insurer from the government and 
the total amount recoverable on the 
government’s theory from those in- 
sured will always be equal to the dif- 
ference between interest on the past 
due premiums at 3% and 5%. We do 
not have even that specious relation- 
ship between the two that seemed to 
be indicated by my _ oversimplified 
examples.” 

Judge Dimock said he was aware 
that the conclusion he reached that the 
government may not recover amounts 
in excess of the cash value of the pol- 
icy ran counter to decisions in three 
other federal district courts (U. S. vs. 
Nichols, D.C.N.D. Iowa, 105 F. Supp. 
543; Morton vs. U.S.D.C. E.D.N.Y., 
113 F. Supp. 496; and Plesha vs. U.S., 
D.C. N. D. Cal., 1953, no citation yet 
available). 

“So far as appears from these opin- 
ions, in none of the cases was it called 
to the attention of the court that the 
amount sought to be recovered by the 
government had no relation to the 
amount allocable against the particular 
insured out of the amount payable by 
the government under the 1940 act to 
the insured,” he observed. 

Actually the “mathematical” attack 
on the government’s case was made in 
the Plesha case but the court took no 
notice of it in its opinion. 





McLane Retires, Mears Succeeds 


Benjamin V. McLane, manager of 
Salisbury district of Baltimore Life, 
has retired after 30 years service. He 
became Salisbury manager in 1937. 
J. B. Mears has been appointed dis- 
trict manager to succeed him. 

Mr. McLane was one of the organ- 
izers and is a past president of Eastern 
Shore Assn. of Life Underwriters. 

Mr. Mears was named staff super- 
intendent at Salisbury in 1944, was 
manager at Baltimore District 1 from 
1946 to 1950, when he returned to 
Salisbury. He is succeeded as staff 
superintendent by John T. Layton, who 
= been with the company since 
1 i 





Schoenberg Joins Lauer Agency 


Solomon Schoenberg, formerly gen- 
eral agent at New York City for Con- 
tinental American Life, has joined the 
company’s Lauer agency there as es- 
tate planning consultant. He entered 
the business in 1932 with Metropolitan 
and later became supervisor of train- 
ing at New York City for Mutual Bene- 
fit Life. He will continue to develop 
his own clientele. 





Lowers Rate for Select Groups 


National Fidelity Life has established 
lower group term life rates for select 
group risks. Monthly rates per thous- 
and are 19 cents at age 16, 39 cents at 
age 35, 91 cents at 50, $2.11 at 60 and 
$11.50 at 80. The rates represent a re- 
duction of from 4% to 21% from the 
CSO table. 

Only select groups without occupa- 
tional hazard or heavy administrative 
detail will be eligible for the new rates. 








e New York Life has paid $6% mil- 
lion to Federal National Mortgage 
Assn. for GI loans in Colorado. The 
transaction, involving loans made to 
veterans since 1950, was the third in 
four years made by the company, 
which now has $47,861,000 invested in 
Colorado real estate loans. It plans to 
invest $11 million more in the state 
this year. 


Shaping Card for Midwest 


Management Conference 


Most of the speakers for the annual 
Midwest Management Conference, 
scheduled for Oct. 21-23 at French 
Lick, Ind., have been announced by 
Hastings Smith, general agent of New 
England Mutual at Indianapolis, con- 
ference chairman. 

The meeting, sponsored by General 
Agents & Managers Assn. of Indian- 
apolis, will feature Robert Gilmore, 
Mutual Benefit Life, Bridgeport, Conn., 
president of NALU; Horace Smith, 
superintendent of agencies Connecticut 
Mutual; Charles Schaaff, vice-presi- 
dent Massachusetts Mutual; Travis T. 
Wallace, president Great American Re- 
serve; Stuart A. Monroe, general a- 
gent Parsons-Monroe agency, Mutual 
Benefit Life, Chicago; Robert K. Zimm- 
er, general agent Penn Mutual, Colum- 
bus, O., and George Gruendel, general 
agent New England Mutual, Chicago. 

The midwest conference is the old- 
est of the association-sponsored con- 
ferences, having met first in 1938 
and annually since except for several 
war years. Attendance is drawn nation- 
ally, registrants in the past having 
come from both coasts and from Texas 
into Canada. Advance registrations, al- 
ready coming in, indicate many wives 
will be present. Special features are 
planned for them and there will be 
a dinner-dance Oct. 22. 


Hobbs Joins Pilgrim, Ind. 


Mac Hobbs, formerly with Travelers 
in Hartford and then assistant manager 





for that company in Indianapolis, has 
been appointed agency director of 
Pilgrim Life of Indianapolis. 

Mr. Hobbs will administer and ex- 
tend the agency organization of the 
company, including agent training, 
sales promotion, and research. 

Pilgrim Life commenced business in 
July, 1953, and to date is licensed in 
Indiana only. 





New Ore. Insurer Starts 


Ins. Co. of Oregon, organized a few 
months ago with offices in the Equit- 
able building, Portland, this month 
will begin writing business. The com- 
pany is to be capitalized at $500,000, 
$200,000 in capital and the balance 
surplus. To date $298,000 has been 
raised and another $100,000 pledged. 

Originally, the company will write 
life and A&H coverages but within the 
year it plans to establish a fire insur- 
ance department and later write other 
types of property insurance. 

John Merrifield is president, Ralph . 
P. Woodbury vice-president, H. W. 
Trueblood secretary-treasurer, Lloyd 
R. Bunch superintendent of agencies 
and Edward D. Cauduro agency sec- 
retary. 





Tracy Edits Agents’ Paper 

Gerard B. Tracy, manager for Pru- 
dential, has been named editor-in- 
chief of the Bulletin, official monthly 
publication of New York City Life 
Underwriters Assn. He formerly was 
assistant editor and currently is a 
member of the board of the association. 
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COATES, HERFURTH & 
ENGLAND 

CONSULTING ACTUARIES 

Los Angeles 


San Francisce Denver 





Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin pty , 
He $. Tressel, M.A.L.A. W. P. no | 
A. A. Selw 
me Wolfman £-5.A A.S.A.  M. Kazakoff 
D. Sneed L. Miler 

















RON STEVER and COMPANY 
CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 


H. M. Sarason, F.S.A. 
K. C. Stever, C. P.A: 


Los Angeles and San Francisco 











CHASE CONOVER & CO. 
Consulting Actuaries 


and Certified Public Accountants 
Telephone FRanklin 2-3868 














135 S. La Salle St. Chicago 3, Ill. 
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BOWLES, ANDREWS & 
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Consulting Actuaries 
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MICHIGAN 


INDIANA & 
NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Omaha 











Indianapolis 

















NEW YORK 








ALVIN BORCHARDT & COMPANY 


CONSULTING ACTUARIES 
AND 








INSURANCE ACCOUNTANTS 
911 KALES BLDG., DETROIT 26, MICH. 
1315 WILLIAM OLIVER BLDG., ATLANTA, GA. 











Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 
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CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


221 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 
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AGENCY 
VICE PRESIDENT 


New life insurance company also writing 
Health and Accident coverage have open- 
ing for Top Executive with ability to de- 
velop agency organization. Company has 
unlimited financial status and exceptional 
operating talent. If you have the experi- 
ence, capacity and drive to handle this 
position—your opportunity is unlimited. 


Midland Empire Life Ins. Co. 


Box A-3, The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Illinois 


General American Plans 


Regional Sales Conferences 


A series of regional sales conferences 
have been planned for all General 
American Life producers. Covering 
three days, the programs will begin 
July 26 in St. Louis, July 29 in Cleve- 
land, Aug. 2 in St. Louis, Aug. 5 in 
Memphis, Aug. 9 in Abilene, Tex., Aug. 
12 in Hutchinson, Kan., and Aug. 18 
in Riverside, Cal. 

Powell B. McHaney, president, and 
Frank Vesser, vice-president for or- 
dinary, will head the home office dele- 
gation. The sessions will stress ex- 
planations of new policies and their 
various applictions as well as a review 
of company underwriting rules. 





Marketing Institute Set 


Pennsylvania State’s life insurance 
marketing institute, scheduled Aug. 
1-6, at State College, will be based 
on interviews with emphasis on the art 
of selling. Included in the course are 
classes on good approaches for good 
interviews, closing arguments, emotion 
and logic, meeting competition with in- 
vestment savings plans, the pressure 
of an idea, how to deliver rated cases, 
1954 tax and social security changes, 
practical business insurance propo- 


sals, and key man insurance in estate 
planning. 

The course, which is divided into 
basic and advanced classes, is spon- 
sored by the university and Pennsyl- 
vania Assn. of Life Underwriters. It 
will include a banquet at which Paul 
A. Norton, vice-president of New York 
Life, will speak and Russel G. Gohn, 
Philadelphia Life manger at York, Pa., 
will be toastmaster. 





Nashville Trust Council Elects 

New officers of Nashville Life In- 
surance Trust Council are Paul C. 
Simpson, district manager of Metropol- 
itan, president; C. Dorris Rippy, vice- 
president of Commerce Union bank, 
vice-president; and Walter M. Robin- 
son, assistant general counsel of Na- 
tional Life & Accident, director. 





Kansas Farm Life Adds Plans 

Kansas Farm Life is now issuing 10, 
15 and 20 year family income riders 
to be added to any minimum basic 
policy of $5,000, except term. Also 10 
and 15 year non-participating term pol- 
icies have been added. 





e Volunteer State Life has been li- 
censed in California. 











EXCEPTIONAL 
MANAGERIAL OPPORTUNITY 


Large Chicago general insurance under- 
writing agency with extensive brokerage 
connections wishes to appoint experienced 
Life man to manage new Life Department. 
This agency now represents one of Ameri- 
ca's oldest Life Insurance Companies writ- 
ing Life, Non-c llable Sick and 
Accident and Group Insurance. Good sal- 
ary plus profit sharing. Write L. F. Hawley, 
President, Newhouse and Hawley, Inc., 
135 S. LaSalle St., Chicago, stating quali- 
fications. Replies held confidential. 











ACTUARIAL OPPORTUNITY 


OLD established medium sized eastern 
company doing both ordinary and weekly 
premium has an immediate opening for a 
young man who has passed at least 3 ex- 
aminations of the Society of Actuaries. 
We offer an exceptional opportunity with 
an unlimited future. All applications will 
be held in confidence. Give full details by 
letter, including a recent photograph. Ad- 
dress NY-19, The National Underwriter Co., 
99 John Street, New York 38, New York. 








WANTED 
PUBLIC INFORMATION MANAGER 

Nationally known company has attractive open- 
ing in Florida for experienced public relations 
man with publicity experience. Please give full 
particulars regarding education, experience and 
salary required. Inquiries will be considered 
confidential. Address Box A-I2, The National 
oa Co., 175 W. Jackson Bivd., Chicago 
, Winois. 


agencies. 


Please write to 


Emery A. Huff 


WANTED 
ASSISTANT SUPERINTENDENT 


of 
AGENTS 


Wonderful opportunity for advancement—will work with 
the Agency Vice President directing activities of old and new 


Person selected must have a background of experience in 
recruiting, training and working with Managers and Agents. 
Salary, all traveling expenses and mileage for use of car. 


Vice President and Superintendent of Agents 
Federal Life Insurance Company 

168 N. Michigan Avenue 

Chicago |, Illinois 





























FLORIDA OPPORTUNITY 


Sales Promotion Assistant for nationally 
known company. Must be good copy man. 
College Graduate. State present salary 
and experience. Box A-2, The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 








Memo to: AGENCY DEPT. V. P., 


small or medium compat. Available: Combi- 
nation PROMOTION, ADVERTISING, PUBLICITY 
copywriter; 28, college grad., married, solid in- 
surance, merchandising know-how. Five-years 
experience. Ideas unlimited. Want responsibility, 
recognition. Box NY-I8, The National Under- 
writer Co., 99 John Street, New York 38, N. Y. 











WANTED 


Experienced men want a general agency in 
California to handle industrial life, accident 
and health and hospitalization Insurance on a 
weekly or monthly plan plus a complete ordinary 
kit. No subsidy required. 

WRITE TO: James O. Walter 

3 Landfair Avenue 
Los Angeles 24, California 








son Blvd., Chicago 4, Illinois. 





OPPORTUNITY 
Group Sales Supervisor 


A well established and growing Group Department of one 
of the nation's most progressive insurance companies is 
looking for the right man to fill an important position as 
Group Sales Supervisor for North Carolina and Virginia. 
Compensation will be by salary and an incentive bonus 
plan, thus assuring an adequate income and opportunity 
for advancement. Write giving qualifications and expe- 
rience to A-9, The National Underwriter Co., 175 W. Jack- 
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ASSOCIATIONS 7 


N. Y. City Assn. Moves 


NEW YORK—The New York City 
Life Underwriters Assn., which has fo 
many years had its headquarters in th, 
Hotel Statler, moved recently to the 
Hotel Duane at 237 Madison Aye 
nue, between 37th and 38th Streets, The? pasade 
association will have a_three-room) Gabriel 
suite on the second floor. The staff of) dental L 


as 














four is headed by Jack R. Manning gar, F 
executive manager. 3 ed 
EE 

Bronx Branch Elects be 
Daven} 


New officers of the Bronx branch of 
Life Underwriters’ Assn. of New York er 
City are Howard M. Miller of Pruden.’ bap 
tial, president; Anthony J. DeMaio of 
John Hancock, James F. Genessee, Jr 
and Victor Lurie both of Prudential. 
and Philip Rubin of Metropolitan, 
vice-presidents; and Edward E. Grigg 
of John Hancock, secretary. 





Plan Ind. Schools for Officers 
Five central Indiana association of. 
ficers attended a leadership training 
school conducted by Indiana Assn. of 
Life Underwriters at Indianapolis July 
17. Four such schools will be conduct- 
ed during the summer. ; 
Ralph Griggs, Metropolitan, Indian-| 
apolis, served as school chairman. The 
staff consisted of J. T. O’Neal 
Great-West Life, president of the In. 
dianapolis association; Claude Jones 
Connecticut Mutual, an NALU trustee: 
D. A. Baker, managing editor of the 
Insurance Salesman, executive secre. Ye 





of NALU; R. W. Osler, vice-president 
Rough Notes Co., and Leon Lawhead, 
National Life of Vermont. All are from 
Indianapolis. 





Mathewson Hawaii President 

Harry B. Mathewson, Pacific Nation- 
al Life, was elected president of Life 
Underwriters Assn. of Hawaii at its 
annual meeting. . 

Reelected were Brown Watanabe,” 
Manufacturers Life, vice-president, and» 
Tom Masaki, American Mutual, treas- 
urer. Clarency Uyechi, Sun Life, was 
made secretary. 


Wayne Heads N. Y. Assn. Board 

Stanley R. Wayne, general agent 
for Mutual Benefit Life, has been 
elected chairman of the board of New 
York City Life Underwriters Assn. He 
has been chairman of the committee 
on law and legislation. 
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Plan Fall Course in Chicago 
Chicago Assn. of Life Underwriters 
beginning Oct. 13 will sponsor a cours 
in practical estate planning, to consist 
of 25 two-hour sessions. Stuart A. Mon- 
roe of the Parsons-Monroe agency of 
Mutual Benefit Life will be instructor. 
Classes will be held Wednesday after- 


noons. e Henry 


of Metr 
Set School for Ohio Officers more thé 

Ohio Assn. of Life Underwriters will! With the 
hold a leaders training school for local At an ag 
officers at Columbus Sept. 10. William | We 
B. Hoyer, John Hancock, association | associate 
president, will be in charge. 





fev. J. 

Asheville, N. C.—J. G. Barham, Life ot! 
Virginia, is president; M. A. Smith and R. L 
Long, vice-presidents, and R. H. Officer, see 
retary-treasurer. 
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Shreveport—New officers are Wayne D. 
Grave president; James J. Serra, C. R. McGulttle Paci, 
and C. P. Campbell, vice-presidents, aij fo, more 
Casper Smith, secretary and treasurer. Fourth a 

tino, Ca’ 


Battle Creek—Frank B. Egan, National Liléworth C, 
of Vermont, is the new president replacing Occupy t] 
Harold W. Sundberg. Other officers are: Vice 
























LIFE INSURANCE EDITION 

















y 23, 1954) july 29. 1954 15 
oe 





ent, John Siemers; secretary, Arthur 
© Lower; treasurer, Kenneth Miller; state com- 
F mitteeman, Mr. Sundberg; national committee- 
+ man Floyd C. White. The association went on 
| cord as favoring Chicago as the site for 
NALU’s headquarters. 


* 





| pimira, N. ¥.—New officers are Arthur M. 
Cottrell, president; Gerald Keeney and Ber- 
nard Trifoso, vice-presidents; Charles O’Rourke, 
secretary; Philip F. Finch, treasurer; David 
white, Gerald Wellman, Paul Alderson, How- 
R. Dailey, Stewart Barker, William Da- 
vies and Joseph Fitzpatrick, directors. 





ena, Cal.—New president of the San 
Gabriel Valley association is Earl Clark, Occi- 
dental Life of California. He succeeds Troy M. 
, Prudential. R. D. Longmrye, Manhattan 
: is vice-president; Ralph C. Hinkley, 
| yetropolitan, 2nd vice-president, and E. James 
ve, Prudential, secretary. Speaker was Horace 
¥, Brower, president of Occidental. 





— 





Pavenport, Ya.—New officers are J. C. 
mold, president; J. T. Dockery and P. P. 
gpringer, vice-presidents; L. M. B. Morrissey, 
j, secretary; John Riepe, treasurer, N. C. 
Day, national committeeman, and Lew Milota, 
sate committeeman. 
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Hot Springs, Ark.—Carl Dean, after serving 
as temporary president since the association 
was formed last January, has been elected to 
that position. Randall Keith is vice-president 
icers and Walter Broyles secretary. 
ociation of- 
ip training 
1a Assn. of 
lapolis July 
oe conduct-! 





Akron, Ohio—Robert P. Cook, Equitable of 
lowa, has been elected president. J. P. White 
js executive vice-president, and Henry L. 
Metzger vice-president. 





§pokane—The outlook for life insurance 

is bright and another record year is indicated, 
Charles H. Schaaf, vice-president of Massa- 
chusetts Mutual, said. He was principal speaker 
at the annual banquet, which honored 26 
agents who have been association members 
% years or more. 
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itor of the 
itive secre. 








New Orleans—The new slate of officers con- 
ation; Fitz. sists of Leo Lob president, succeeding E. P. 
lod ' Flynn; A. J. Soulagnet and M. J. Kennedy, 
ciety; Oren - vice-presidents; Edward Gilly, treasurer, and 
hairman of » Paul Light, secretary. 

committee’ 
e-president | 





| Tampa, Fla.—H. W. Johnson succeeds F. 

1 Lawhead, §. Dudney as president. Other new officers are 

11 are from” ¥y, a. smith, M. V. Dobbins and H. G. Lloyd, 
vice-presidents; and E. C. Middlebrooks, sec- 
| retary-treasurer. 





Jent 

ific Nation- Nisgara Falls, N. ¥.—New officers are Al- 

ent on ca vin E. Katz, John Hancock, president; Fred 
as ; iB Brown, Prudential, vice-president; Donald 

wail at its’ Bird, Prudential, secretary, and Lloyd Jordan, 


’ New England Mutual, treasurer. 


Watanahe, ” 
Randall to St. Paul H.& C. 


-sident, and» 
tual, treas-— 
. Life, was) Loane J. Randall, formerly general 
» agent of State Mutual Life in St. Paul, 
‘has been appointed executive vice- 
1. Board _ president and general manager of St. 
eral agent | Paul Hospital & Casualty, effective 
August 1. Martin Imm, who was presi- 
dent of the company, was killed in a 
plane crash last November. 


Plan Fort Wayne A&H Unit 


A Fort Wayne chapter of Indiana 
Assn. of A&H Underwriters is expected 
tobe launched by fall. Jack Morris of 
Hoosier Casualty is directing the 
ganization plans. He expects to have 
a sales congress in September, by 
which time there will be a charter and 
officers will be installed. 
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¢ Henry O. Hahn, assistant manager 
of Metropolitan at Madison, Wis., for 
more than 25 years, has retired. He was 
with the company more than 33 years. 
At an agency dinner in his honor, Mr. 

‘was presented a television set by 
associates, 


rs 
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\¢V. J. Skutt, president of Mutual of 
a al Omaha and of Companion Life, will be 
Otticer, see) NOred at a banquet in New York July 

31 which is the fifth anniversary of 
Companion Life. 















Eo wcific Mutual Life has purchased 
; More than $500,000 the building at 
_ and East streets, San Bernar- 

Bs oan! Cal., occupied by F. W. Wool- 
lational fre Worth Co. Woolworth will continue to 
“4 are. Vict ‘cupy the building. 
















LIAMA Book Points Up 
Delivering the Policy 


Behind every sale is a market more 
valuable than the sale itself is the the- 
sis of a new booklet published by 
LIAMA entitled Delivering the Policy, 
in which the importance of the agent’s 
delivering the policy is emphasized. 

The booklet points out that when 
delivering the policy, the agent can re- 
sell the needs of the client, get pros- 
pects, get the policyowner thinking 
about his next purchase, and build 
prestige for himself and his company. 


The publication includes not only 
principles, but specific methods for 
eliminating common failures in deliv- 
ering the policy. These failures of 
agents include not having an effective 
technique for delivering rated policies, 
not securing prospects when delivering 
policies, not converting a buyer into 
a client, not relating persistency to pol- 
icy delivering, not setting the stage for 
the next sale, not dramatizing the pol- 
icy benefits, not taking the opportunity 
to build prestige for themselves and 
their companies, and not reselling the 
buyer’s needs when delivering the pol- 


icy. 

The booklet was written by Sam G. 
Shackelford, LIAMA consultant. Be- 
fore joining the association last year, 
Mr. Shackelford was assistant director 
of the institute of insurance marketing 
at Southern Methodist university. 





Knutson, Smith Named in 
B.M.A. Minnesota Changes 


Business Men’s Assurance has es- 
tablished a new branch at St. Cloud, 
Minn., naming Orville E. Knutson 
manager and James G. Smith assist- 





Orville E. Knutson 


James G. Smith 


ant manager. The new branch will 
supervise the company’s Minnesota 
activities, except for the Twin Cities 
area. 

Mr. Knutson joined B.M.A. in 1939 
at Cedar Rapids, Ia. He was transfer- 
red to Minnesota in 1949 and named 
district manager at Willmar in 1951. 

Mr. Smith joined the company in 
1951 and has been an agent at St. 
Cloud. An army veteran, last year he 
was president of Minnesota Assn. of 
A. & H. Underwriters and also secre- 
tary of the North Central association. 


MONY Announces Leaders 


Jacob W. Shoul of Boston led all 
field representatives of Mutual Life of 
New York in production during the 
first six months of 1954. Reid M. Mit- 
chell of San Diego was the leader in 
number of paid applications. 

Others among the top five producers 
were Sam S. Herwitz of Cincinnati, 
Robert F. Brown of Sacramento, 
Jacques Barr of Chicago and James L. 
Feder of New York. 

Ranking behind Mr. Mitchell in paid 
applications for the six months period 
were Mr. Feder, Guy L. Meister of San 
Diego, Alfred Pugno of Grand Rapids 
and Benjamin C. Danner of San Diego. 








National, Vermont, Record 


National Life of Vermont set a 
new six-month record in the first half 
of the year with a paid-business vol- 
ume of $85,417,517, up 14.27%. An- 
nualized premiums increased 6.62% 


for the same period. Leading agencies 
at the year’s half-way mark were 
Chicago, Atlanta, New York-Hodes, 
Los Angeles, Manchester, N. H., New 
Canaan, Conn., Hartford, Detroit, 
Virginia and Binghamton, N. Y. 





Name Committee Chairmen 
for A&H Agents Group 


Several committee chairmen of In- 
ternational Assn. of A & H Under- 
writers have been appointed by 
Leonard McKinnon, McKinnon-Moo- 
ney, Flint, Mich., president. 

The partial list includes Clifford Mc- 
Donald, International Fidelity, Dallas, 
and Earle Bennett, Provident L. & A., 
co-chairmen of the public relations 
committee; Howard Nevenon, Wash- 
ington National, Los Angeles, state as- 
sociation membership; Charles Ray, 
manager A & H Department, Indiana- 
polis Life, DISC promotion; Roy Mac- 
Donald, H & A Underwriters Confer- 
ence, speakers bureau; Albert Wohlers, 
Youngberg-Carlson, Chicago, Ray 
Wicker, World, Omaha, and O. D. Har- 
lan, Harlan agency, San Antonio, an- 
nual meeting program. 

Thirteen additional chairmen will be 
named in the next few weeks. 

The association’s silver anniversary 
convention will be held in San Antonio, 
June 13-15, 1955. Headquarters hotel 
will be the Gunter. 





Hartman Heads Agents 
Council of National of Vt. 


National Life of Vermont has named 
officers and members of its 1954 
Agents Executive Council, comprised 
of the 15 top producers of the com- 
pany. President is William G. Hartman, 
Jr., Atlanta; vice-president, Neil C. 
Croonquist, Minneapolis; and secre- 
tary, Merrill W. MacNamee, Chicago. 

Other members are Francis T. Fenn, 
Jr., Hartford; E. Price Ripley, Vir- 
ginia state agency; George H. Mc- 
Whirter, Atlanta; James D. Fluker, 
Atlanta; Karl H. Schmidt, Cleveland; 
Reginald S. Koehler, Jr., Pittsburgh; 
Donald C. Ballou, New Canaan, Conn.; 
Warren S. Griffin, Atlanta; Louie B. 
Wood, Jr., Atlanta; Horace E. DeLisser, 
New York; Robert C. Brand, New 
Canaan, and Howard C. Shaw, Spring- 
field, Mass. 


Plan New DISC at Purdue 


International Assn. of A&H Under- 
writers will sponsor a session of its re- 
vised disability insurance sales course 
at Purdue university, Lafayette, Ind., 
Sept. 13 under the direction of Hal 
Nutt, director of the institute of mar- 
keting there. The course will be open 
to agents throughout the country. 

Several other universities also are 
planning DISC schools, using the re- 
vised text. 


A&H Assn. of D. C. Elects 


District of Columbia A&H Assn. has 
elected Joseph E. Belfiore, World of 
Omaha, president, succeeding Frank I. 
Busbee, Monarch Life; Charles S. 
Gardiner, vice-president; Helen Bur- 
ton, secretary, and Pinkney Richard- 
son, treasurer. 


Two B.M.A. Meets in Cal. 


Regional sales meetings were held 
by Business Men’s Assurance at Los 
Angeles, with manager R. B. Dickerson 
in charge, and at San Diego, with man- 
ager J. W. Tetley presiding. 

On hand from the home office were 
W. T. Grant, chairman; L. L. Graham, 
vice-president, and Lile Hopkins, sales 
assistant. 














e The Lawrence agency of Massa- 
chusetts Mutual at Chicago had its best 
production month in June, and busi- 
ness for the first six months is higher 
than for any previous similar period. 






Jefferson National Sales 
for Half-Year Set Record 


New life sales of Jefferson Standard 
Life total $85,280,925 for the first six 
months, a gain of 6.2%: over the same 
1953 period. The total was the highest 
for any previous first half period. Life 
insurance in force now totals $1,282,- 
862,797, a gain of $97 million in the 
past 12 months. 





e Travelers is underwriting a new 
group life plan adopted by Illinois 
Manufacturers Assn. for employes of 
its member companies. 


QUALIFIED 


Ransom Strickland, Norfolk, is the 
youngest man in the Diamond 
Circle of top Pacific Mutual field 
leaders. 

“If there is any sure recipe for 
field achievement”, declares Ran- 
som, “I believe it’s in knowing 
from the start that you’re condi- 
tioned to make the grade. 

“Pacific Mutual’s Pre-Induction 
Tests showed | could succeed. So 
i always know that my investments 
in study and hard work will pay off. 
| never need to wonder whether 


I’m in the right business!” 


\ | 


i 
LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 
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Wants N. Y. Statements On 
NALU Location Clarified 


(CONTINUED FROM PAGE 2) 
maintain a separate office in the New 
York area. 

Are decisions of this character made 
by someone other than the board of 
trustees or has the board so decided? 
If it is not the board’s decision, has the 
board been informed that this decision 
has already been made? 

Twice the board decided—somewhat 
more than tentatively—to locate NALU 
headquarters away from New York. 
Did those earlier decisions include 
maintaining a second office in New 
York? 

Did the former board decisions to 
locate the headquarters away from 
New York involve any discussion of 
a further dues increase? If not, the 
reference thereto in the New York 
booklet is going to mislead many local 
associations and their members of the 
national council. 

The threat of a dues increase as it 
is used here by the same committee 
which urges an objective and factual 
viewpoint is frankly puzzling. 

In reaching their earlier decisions, 
I am sure the board was well aware of 
the location of Life Insurance Assn. of 
America., Life Insurance Agency 
Management Assn., the Institute of 
Life Insurance, the New York insur- 
ance department and they knew where 
15 of the major life companies were 
located. 

Without making light of the need for 
cooperation with the other groups and 
with home offices, are we so dependent 
and reliant upon them that we cannot 
function independently? 

Apparently our board on two pre- 
vious occasions has felt we could sur- 
vive elsewhere. 

Can it be that a location outside of 
New York might actually be desirable 
to remove NALU’s apparent “leaning” 
on the other groups? Perhaps the 56 
days of our salaried executives’ time in 
other than NALU sponsored meetings 
in New York might be better used in 
more direct NALU interests. 

NALU headquarters may not be in- 
tended as a “mecca for the pilgrimage 
of its 60,000 members” but neither 
should NALU be so subservient to 
LIAA, LIAMA, the Institute and 15 
home offices that the location of its 
national headquarters must be dic- 
tated by its proximity to them. 

This is written on Sunday, July 18, 
more in confusion than in anger—but 
in all frankness—how ridiculous can 
this controversy get? 

As merely one of the _ 60,000 
members—without intending to speak 
for the Chicago association--may I re- 
spectfully request that you, as presi- 
dent of my National Association, in- 
form the members of the national 
council in advance of the Boston con- 
vention: 

1. Has a decision been made as to the 
necessity for a “separate office” in the 
New York area if headquarters are 
moved away—and if so, by whom? 

2. Has the board of trustees of NALU 
ever discussed a further dues increase 
being necessary because of head- 
quarters being moved away from New 
York? 

The national council—especially 
those who are pre-instructed as to 
voting—are entitled to the answers to 
those two questions before the annual 
convention in Boston. 

If the New York committee has been 
officially advised by the NALU board 
that a separate New York office would 
be necessary and. is contemplated, 
should headquarters be moved away, 
that is most certainly pertinent infor- 





mation and the council should be so 
advised. 

On the other hand, if their unquali- 
fied statement is something less than 
an official board decision, they should 
have the courage and fairness either 
to qualify the statement by quoting 
their source or to retract it. 

Likewise the reference to a dues in- 
crease is so used as to suggest to the 
council members that an increase may 
be currently under official consider- 
ation, should headquarters be moved. 
If this is not “factual and objective’’, 
they should so advise the council. 

If the New York committee will 
neither amplify nor retract their re- 
ferences to a separate New York office 
and the threat of a resulting dues in- 
crease, in my opinion it is your respon- 
sibility as president of NALU to inform 
your national council of any inaccuracy 
or over-statement in order, that your 
council members may come to Boston 
either properly instructed by their 
local associations on the basis of the 
actual facts or at least be sent free to 
vote as their judgment dictates when 
the facts are presented at Boston. 


Bureau Clarifies New 


Louisiana A&H Laws 
(CONTINUED FROM PAGE 2) 

the option of the company’, would 

meet the statutory requirements. 

The law permitting inspection and 
surrender of notice seems to create a 
problem in compliance, particularly on 
machine vended travel policies. With- 
out creating a legal presumption in 
favor of the policyholder, the law 
allows him 10 days from the date of 
receipt to demand a premium refund 
for any misrepresentation of the policy. 
It requires that such notice be attached 
to all individual A&H policies sold in 
the state. 

The policy language committee of the 
bureau, which works to draft advisory 
language to assist companies in con- 
forming with statutory deviations, also 
presented to the Louisiana department 
alternative language in addition to the 
statutory riders to conform policies to 
the 10-day free look bill. The depart- 
ment declined to give prior approval to 
alternative versions on a blanket basis, 
though the bureau advises that com- 
panies wishing to take advantage of 
the latitude permitted by law should 
not hesitate to file such language with 
the department at the earliest opportu- 
nity. The bureau states it may be possi- 
ble for companies to incorporate this 
required notice in a letter of welcome 
to new policyholders, since the de- 
partment would consider the text of 
such letter on its individual merits. 

Though companies have the option of 
using other statutory language to com- 
ply with the 10-day notice, to do so 
requires prior approval by the depart- 
ment of the language which the com- 
pany desires to use. The bureau has 
advised its member companies that if 
the company uses the statutory lan- 
guage it can effect compliance im- 
mediately and need not secure prior 
approval of such riders from the de- 
partment. However, the rider should 
be filed with the department as soon 
as practical after compliance has been 
effected. A sample notice for this pur- 
pose distributed by the bureau read as 
follows: 

“Section 222 of title 22 of the Louis- 
iana revised statutes of 1950 in para- 
graph (7) added by house bill 554 
(effective July 28, 1954), prohibits any 
policy or contract of health and acci- 
dent insurance from being delivered or 
issued for delivery on risks in the state 
of Louisiana unless:” This wording is 
then followed by the full text of para- 
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Late News Bulletins... 


(CONTINUED FROM PAGE 1) 
during unlawful residence in the U. S., and termination of benefits upon 
deportation. 
The committee approved the freezing of benefit rights for workers perman- 
ently and totally disabled before age 65 and the OASI tax rate increases car. 
ried in the House bill. 


OK Farmers & Traders Mutualization 

Stockholders of Farmers & Traders Life of Syracuse at a special meeting 
voted 2,467 to 172 in favor of the company’s mutualization program, culminat- 
ing about three years of court cases and efforts by other groups to gain con- 
trol of the company. The mutualization price is $1,000 per share on a deferred 
payment plan. When stock is deposited $200 will be paid, another payment, not 
to exceed $100, will be made Jan. 1, 1955, with 3% interest on all unpaid bal- 
ances until paid in full. 

Last fall a group of investment houses put up $100,000 and made a condi- 
tional offer of $900 a share. Unsuccessful, the offer was withdrawn this year, 
The various court cases were settled largely in favor of the company. 

At the end of 1953 the company had insurance in force of $137,619,763, assets 
of $32,087,010 and capital and surplus of $2,019,122. 


Governor Candidate Attacks Tex. Commissioners 


Judge Ralph Yarborough of Austin, who is opposing Gov. Allan Shivers for 
reelection in the Texas Democratic primary Saturday, was quoted this week as 
saying if elected one of his first actions will be to give all members of the Texas 
board of insurance commissioners an opportunity to resign. If they don’t, he 
said he would oust and replace all three present commissioners. Judge Yar- 
borough, who is given little chance of winning the Democratic nomination, 
which is tantamount to election, charged that the insurance business in Texas 
is being administered in criminal fashion and that the present board “pays 
homage” to the governor. He said he would back revision of the insurance code, 
something the board of commissioners has advocated for several years. 


Lasko Retires, Agencies Merge 

L. B. Lasko is retiring as manager of the New York City Lasko agency of 
Guardian Life, President James A McLain announced the retirement at a 
luncheon and also made known the merger of the former Lasko agency with the 
Spaulder, Warshall & Schnur agency, for many years Guardian’s leading pro- 
duction unit. The agency, located at 19-25 West 44th street, will be operated 
separately as the uptown branch of the Spaulder, Warshall & Schnur agency, 
which has its headquarters in 45 John street. Ned Urwin, assistant manager of 
the Spaulder, Warshall & Schnur agency, will be in charge of operations. 

Mr. Lasko is relinquishing managerial responsibilities because of health, and 
will devote his time to personal production and personal clients. He will con- 
tinue with the agency headed by him since 1943. 

He joined Guardian in 1933. After ten years he was appointed manager. In 
1946 he qualified for Million Dollar Round Table. Ned Urwin joined Guardi- 
an in 1936 and a year later was made brokerage supervisor of Spaulder, War- 
shall & Schnur agency. He was appointed assistant manager in 1948. 


Allen, Mutual Benefit Retires 

After 39 years of service with Mutual Benefit Life, Harry H. Allen, 2nd 
vice-president and secretary, has retired. Nationally known, he is a past presi- 
dent for Life Office Management Assn. He has always taken a keen interest in 
people, an interest strikingly illustrated when at a reception in 1946 he intro- 
duced to W. Paul Stillman, newly-elected chairman, nearly everyone of the 
company’s 1,000 employes by name. 

He joined the mathematical department of the company in 1915, did super- 
visory work at the Buffalo agency, returned to the home office with the agency 
department and in 1924 was given responsibility for home office personnel 
and was elected assistant secretary. He became secretary in 1927 and 2nd vice- 
president and secretary in 1947. ‘ 

He was one of the original LOMA committee which in 1932 inaugurated 
study courses to enable non-technical home office employes to gain a back- 
ground knowledge to broaden their outlook and prepare for advancements. He 
is an associate of Society of Actuaries. 


Asks Citations in Welfare Field 


WASHINGTON—A subcommittee has recommended to the House labor com- 
mittee that it cite Paul Dorfman, who heads the Chicago Waste Handlers, AFL, 
and his son, Allen, who operates Union Insurance Agency of Illinois at Chicago. 
The subcommittee, which held hearings in Detroit last year into handling 
of welfare funds, stated in its report that the agency got more than $1 million 
in commissions, service fees and expense allowances in four years handling 
union insurance which it placed in Union Casualty & Life. 

The report urges Congress to investigate more fully the handling of employer 
paid welfare funds, which is expected to be done this fall. 











line with the provision of the 1950 uni- 
form individual A&H policy provisions 
law. Therefore the new statute does not 
apply to policies conforming to the 1950 
law but does affect policies still ad- 
hering to the 1912 standard provisions 
law. Such policies must be made to 
conform by a rider that incorporates 
all the usual requirements including 
the form number and the facsimile 
signature. 


graph (7). The commissioner assured 
the bureau that printing this notice in 
10 point type and affixing it to the 
face of the contract would be satis- 
factory compliance with the statute. 
The bureau, in turn, advised its com- 
panies that a printed name would suf- 
fice with form numbers and facsimile 
signatures optional. 

The fourth law, time limit on certain 
defenses, merely brings Louisiana in 
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O. THE MOVE AGAIN ... always going somewhere for 
his company. Yet going nowhere in his company. He knows 
now that he reached the end of the line years ago. 

Unfortunately, many young men today are trudging 
along in sales jobs that go nowhere. They neglect to find 
out where they are going before they start. Yes, even many 
young men beginning at high salaries may soon find their 
jobs leading into blind alleys—with no chance for ad- 
vancement. 

So, perhaps you will find it encouraging to know that 
The Union Central Life Insurance Company opens the door 
to a wide and ever-expanding future. It is indeed a bound- 
less future for men of vision, ambition and industry. You 
may find your greatest fulfillment in sales. But if your talent 
develops in management or administration, you can expect 
every opportunity to make the most of your abilities. 

And in addition to your many opportunities for advance- 
ment, here are other major factors provided by The Union 
Central—each important to consider in judging the true 











merits of a job. Choice of your own job location. A thor- 
ough training program. Research-tested working tools. 
Sound earnings plus liberal retirement and pension plans. 
Stable employment that does not rely on business condi- 
tions. And scientific aptitude testing to help you determine 
which job is best for you. 

Here, then, is a career that can take you as far as you 
want to go—into many prosperous years of independence 
and security for yourself and your family. And as a repre- 
sentative for The Union Central—with its policies that take 
care of every life insurance need from birth to age 70—you 
can experience a deep personal satisfaction for worthwhile 
service to members of your community. So be sure to get 
all the facts. Drop us a line and we'll be glad to arrange an 
interview at one of our local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, OHIO 


FIFTH in a series designed to be of service to young men contemplating a life insurance career. These advertisements appear in 
magazines and life insurance trade press where young men are likely to look for information about companies and job opportunities. 





